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~~ How can we be sure ~’* 1% 


that this dollar will wait for us? 





HE urge to become financially independent is one 

of the motivating forces toward the purchase and 

ownership of life insurance. Appealing to this force is 

the Northwestern Mutual’s full page advertisement in 

the Sept. 17 issue of THE SATURDAY EVENING POST. 

This advertisement points out—to young couples, 

particularly — how future financial security can be 

achieved through the EXTRAORDINARY Life Plan. 

Thus, this advertisement becomes the Northwestern 

The Mutual agent’s selling partner, helping to create sound 
Northwestern ‘*program””’ sales. 

Mutual New co-ordinated programming ‘‘tools,’’ just re- 

LIFE INSURANCE COMPANY leased, enable Northwestern Mutual agents to follow 

AB:illion DollarFetate through and serve clients thoroughly and effectively. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
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Quarter Million Dollar Club to Mest |} 
in Rainy. River Country, Canada = 


The qualification period for Ohio National's (Quarter | on 
Million Dollar Club is now under way. ONLI's who | fon 
attain membership will enjoy a stag fishing trip in | Und 
Canada’s famous Rainy River District next July. | a 





| AMBITIOUS MEN WILL FIND UNUSUAL OPPOR- | a 
| TUNITIES WITH THIS PROGRESSIVE COMPANY. Coy 


For a General Agent’s Contract Write JOHN H. EVANS, Vice President the 


THE OHIO NATIONAL LIFE INSURANCE COMPANY =| | ° 


CINCINNATI, OHIO - 
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Salty Convention 
for Sacramento 
Company Leaders 





California-Western States 
Cruise Combines Recreation 
and Instruction 





By HOWARD J. BURRIDGE 


An agency convention on shipboard 
was held last week by California-West- 
ern States Life. With 200 in the party, 
it was the largest in point of attendance, 
of the longest duration, and by all odds 
the most successful in the company’s 
history. The convention cruise began at 
Seattle. After stopping at Vancouver 
for a business session on shore, the 
members of the El Capitan (leading 
producers) club with fheir families 
sailed northward as far as Prince Ru- 
pert, B. C., making stops at Ocean 
Falls) Namu, Alert Bay and Victoria, 
B. C., returning to Seattle after one 
week on the water. 


Points of Distinction 


California-Western States is the third 

largest west coast company and it is 
distinguished for several reasons. Its 
executive head is O. J. Lacy. His right 
hand man is Vice-president Ray P. Cox. 
Together they constitute the driving 
force. They were brought into the 
company in 1934 when it was reor- 
ganized. In four short years they have 
welded together the agency organiza- 
tions of the two companies (California 
State and Western States) out of which 
the present institution has been built. 
Under Mr. Lacy’s administration, the 
company has accumulated assets of 
$50,000,000 and insurance in force of 
$218,000,000. It is writing $25,000,000 
4 year, and its accident and health de- 
partment, group and commercial, will 
produce $300,000 in premiums in 1938. 


Grant Taggart Leading Writer 


The leading producer of California- 
Western States is Grant Taggart of 
Cowley, Wyo., one of the truly great 
Writers of life insurance. Living in an 
obscure town in Wyoming, a sparsely 
settled state, Mr. Taggart’s personal 
Production is comfortably over $1,000,- 

every year. He is the immediate 
Past chairman and is a life member of 


National Association of Life Under- 
hes al His loyalty to and enthusiasm 
tioned tornia- Western States is tradi- 


Purpose of Convention 


acy arranging a cruise, it was Mr. 
“a a > to get away entirely from 
tional re t be referred to as a conven- 
Speech ention. He wanted no long 
a — or tiresome papers read. 
at there was one short general 
whieh” an hour long, each morning at 

Only one idea was discussed. 





















E 

mm afternoon three group sessions on 
ifferent subjects were carried on 

(CONTINUED ON LAST PAGE) 


the Million Dollar Round Table of the q 


New England Mutual Life to 
Meet at Banff, Sept. 6-9 





President Smith Will Present 
Review of Conditions—Vice- 
President Hunt to Preside 





BOSTON—The New England Mu- 
tual Life will hold its biennial agents 
convention at Banff, Alta., Sept. 6-8, fol- 
lowed by a meeting of the general 
agents and supervisors Sept. 9. There 
will be about 350 in attendance, includ- 
ing officers of the company and wives 
of qualifying agents. 

An unusually instructive program has 
been arranged. In addition entertain- 
ment will be provided, including golf, 
tennis, swimming, horseback riding, fish- 
ing, mountain climbing, etc. Highlights 
of the program include greetings from 
Canadian government officials, from the 
Canadian companies, and from the Na- 
tional Association of Life Underwriters. 

Vice-president George L. Hunt will 
preside at the first session. President 
George W. Smith will present a gen- 
eral review and survey of business con- 
ditions, of the insurance industry, and 
of company affairs. William E. Hays, 
newly appointed director of agencies, 
and Charles F. Collins, recently ap- 
pointed agency secretary, will then be 
presented to the convention. Guy D. 
Randolph, president of the General 
Agents Association, will speak on “Get 
the Habit.” Messrs. Wadsworth and 
Hoffman of the Moore & Summers 
agency, Boston, will present a playlet, 
“Riding a Hobby.” In all, there will 
be three playlets under the direction of 
Doane Arnold of the home office. 


Fellowship Luncheon 


A “fellowship” luncheon for represen- 
tatives attending their first convention 
will be held, at which H. A. Schmidt, 
New York City, will review his experi- 
ences during 25 years with the New 
England Mutual, and per contra, Nich- 
olas G. Caputi of Providence, leader of 
his agency, will describe the results of 
his very successful first year as a career 
man with the New England Mutual. 

At a luncheon for the ladies, Mrs. 
Wayne C. Metcalf, wife of the general 
agent at Roanoke, Va., will talk on “The 
Wife as a Partner.” 

Group meetings on business insurance 
and taxes will be led by Merle G. Sum- 
mers, Boston, general agent, and B. H. 
Micou, Detroit. J. Harold Atwood, 
Boston-Curtis Agency, will be the dis- 
cussion leader on pension trusts. 


Prospecting and Approaches 


The morning session of the second 
day will be devoted to the general sub- 
ject of “Prospecting and Approaches.” 
This will be opened by a playlet, “Time 
Tells All,” with members of the Boston- 
Curtis Agency in the cast. Vice-presi- 
dent Hunt will speak on “Random 
Prospects or an Established Clientele,” 
C. P. Dawson, New York City general 
agent, on “Meeting New Prospecting 
Conditions;” W. F. Scarborough, Phila- 
delphia, on “Profitable Prospecting” and 
\C. J. Frisbie, Seattle general agent, 
“The Wheel That Squeaks.” 

The afternoon will be spent on a 


sightseeing motor trip to Lake Louise. 








In the evening the company dinner, 
with President Smith presiding, will be 


Program of Legal Section 
at A. L. C. Rally Announced 





Papers on Insuring Minors, 
Estate Tax, Cash Surrenders, 
Scheduled at Chicago 





Several interesting papers are sched- 
uled at the annual meeting of the Legal 
Section of the American Life Conven- 
tion, to be held in the Edgewater Beach 
Hotel, Chicago, Oct. 10-11. This meet- 
ing will initiate the annual gathering of 
the A. LC. 

One of the most interesting of the 
addresses will be on “Some of the Prob- 
lems Involved in Contracts of Insurance 
with Minors,” by J. M. Peebles, general 
counsel National Life & Accident. Many 
tricky legal points arise from making 
contracts with minors, and with the 
spread of juvenile life insurance this 
subject is of increasing importance. 


Other Subjects Scheduled 


Blake Franklin, assistant counsel Pa- 
cific Mutual Life, is to talk on “Cash 
Surrenders—When Effective.” B. M. 
Anderson, attorney Connecticut General 
Life, has the subject “Erie Railroad 
Company vs. Tompkins and Life Insur- 
ance Law.” 

Another speaker scheduled in the ten- 
tative program is Arnold Hobbs, coun- 
sel Northwestern National Life, who 
will discuss “Recent Developments in 
the Application of the Federal Estate 
Tax to Proceeds of Life Insurance.” 

An outside speaker will address the 
luncheon of the Legal Section Oct. 10. 
He is John F. Tyrell, Milwaukee, ex- 
aminer of questioned documents, who 
will speak on that subject, on which he 
is an authority. Mr. Tyrell participated 
in investigation in the Lindbergh kid- 
naping. 

Robert A. Adams, general counsel 
American United Life, chairman of the 
Legal Section, will preside, assisted by 
Howard W. Kacy, vice-president and 
general counsel Acacia Mutual Life, 
Washington, D. C., secretary. 

Two features will be the annual re- 
views by Ralph H. Kastner, associate 
counsel, and Maurice E. Benson, attor- 
ney, of the A. L. C. Mr. Kastner will 
present a survey of legislation and in- 
surance department rulings of the year, 
and Mr. Benson a digest of legal deci- 
sions. 








held. Speakers will be Dr. Harold M. 
Frost, medical director, William T. 
Earls, Cincinnati, and Horace Mecklem, 
Portland, Ore., general agent. 
The third day opens with a breakfast 
(CONTINUED ON PAGE 25) 








Equitable Society Plans 
for Its 80th Jubilee 


The Equitable Society will cel- 
ebrate its 80th anniversary next 
year, the exact date being July 26. 
It is utilizing the availability of 
the New York World’s Fair to 
memorialize the convention. It 
will have its jubilee that week. 
The campaign for qualification is 
now on, 














Important Shifts 
Likely in N. Y. in 
Retirement Forms 





Also Appears That 214 
Percent Will Be Options 


Basis 





NEW YORK—As New York ad- 
mitted companies continue their discus- 
sions of policy changes they will make 
Jan. 1, it seems likely that there will be 
important modifications of the retirement 
endowment form of contract, in addition 
to the change of policy loan interest rate 
to 5 percent as will be required by New 
York law after Jan. 1 and in settlement 
options, which will be generally revised 
at the same time. 


Another aspect of the Jan. 1 changes 
that seems quite definite is that com- 
panies generally will go to a 24 percent 
guarantee for settement options rather 
than the 2 percent basis adopted by the 
New York Life Jan. 1, 1938. 

The type of retirement endowment 
contract under discussion is the one pay- 
ing $10 a month retirement income for 
each $1,000 of face amount. The plan 
is to increase the amount of insurance in 
proportion to the monthly income. This 
might mean that instead of $1,000 of in- 
surance protection for each $10 of 
monthly income, there would be $1,500 
or $2,000 of insurance. 


Want Less Investment Factor 


There is quite a widespread feeling 
among actuaries that the present typical 
retirement endowment contract leans too 
heavily to the investment side. It is 
felt that with interest levels at their 
present stage, it is unwise to issue a con- 
tract which is so close to being straight 
retirement annuity form, which is also 
coming in for considerable criticism 
among the actuaries. In the retirement 
endowment form the cash value may ex- 
ceed the face amount for half the pre- 
mium paying period. After that point 
has been reached the contract is the 
same as a retirement annuity. 

Despite the disfavor into which the 
retirement annuity has fallen, it is 
doubtful that more than one or two com- 
panies will abandon it competely. Those 
who oppose issuance of the contract say 
it is not a good buy for the average pur- 
chaser unless he understands beyond all 
question just what he is getting. Let- 
ters received at home offices indicate 
that quite a few insured do not under- 
stand clearly what they get for their 
premium dollar. 


Based on High Earnings 


The retirement annuity’s critics point 
out that the contract was introduced at 
a time when interest earnings of the com- 
panies were around 5 percent and the 
buyer got an investment that compared 
favorably with putting his money in a 
savings bank. The main thing that the 
retirement annuity buyer is getting to- 
day is an option on the annuity rates 





(CONTINUED ON PAGE 25) 
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New York Agents Oppose Suggested Changes 


in Proposed Code Revision 


NEW YORK—Vigorous opposition 
to changes in the proposed insurance 
law revision affecting exemption from 
creditors’ claims, alteration of the bro- 
ker’s status in life insurance, and modi- 
fication of the anti-twisting statute is 
voiced in a,30-page brief submitted by 
the New York State Association of Life 
Underwriters to the joint legislative 
committee on recodification of the in- 
surance law, of which Assemblyman R. 
Foster Piper is chairman. The brief is 
signed by Albert Hirst, counsel. 

More than half of the text is devoted 
to the exemption statutes. In taking 
up these sections the brief states that 
“from the point of view of the insur- 
ing public, not a single one of the hun- 
dreds of sections of the insurance law 
approaches in importance the three sec- 
tions we are now discussing.” The ex- 
emption statutes are important to the 
life insurance and the insuring public 
everywhere, since many states have fol- 
lowed the New York law in this respect, 
particularly section 55a exempting pro- 
ceeds and cash values from the claims 
of creditors where the insurance is pay- 
able to a named beneficiary. Many 
states have followed the New York stat- 
ute verbatim and others have closely 
followed the New York model. 


Disability Income Exemption 
in the New Code 


Section 55b exempts income disability 
payments except in the case of money 
owed for the necessities of life con- 
tracted for after the beginning of the 
disability. Governor Lehman of New 
York, in signing the measure in 1934, 
said that “there is sound social philos- 
ophy behind this bill. Its beneficial uses 
will undoubtedly outweigh any abuses 
that might result.” 

Section 55c exempts annuity income, 
though in some cases creditors have the 
right to garnishee up to 10 percent of 
the income and in others to collect for 
“necessaries” as under 55b. The brief 
points out that sections 55a and 55c are 
carefully drawn to keep fraudulent debt- 
ors from taking advantage of the ex- 
emption provisions, while the subject 
matter of 55c makes such precaution 
superfluous. 


Fear Losing Gains 
in Rewriting Sections 


The New York state association is 
fearful that rewriting sections 55a, 55b, 
and 55c, would mean losing much of the 
ground that has been gained in the way 
of court decisions and interpretations. 

“Since its enactment in 1927, section 
55a has been construed by the courts 
in numerous cases,” the brief points 
out. ‘The association by its counsel in- 
terested itself in most of them, some- 
times by appearing officially as amicus 
curiae, far more frequently by mere in- 
formal consultation with the attorneys 
representing the parties in interest and 
the courts. Time, energy and money 
expended in these activities total up to 
very impressive figures. The associa- 
tion naturally would not like to see all 
these efforts wasted.” 

At another point the brief states that 
“this association most emphatically con- 
tends (a) that these three sections are 
not in need of any amendments, but on 
the contrary are satisfactory and have 
been praised by governors, courts, and 
the general public; (b) that any attempts 
to change these sections may, without 
any intention on the part of the revisers 
work havoc with vested rights. . . 


Subject Matter Difficult 
to Put in Shape 


“No stronger proof of the correctness 
of our opposition to any and every 
change in these sections can be adduced 
than the fact that the department’s rec- 
ognized experts failed so miserably in 


their first attempt. This failure was, of 
course, not due to lack of skill but 
merely to the extraordinary difficulty of 
the subject matter. 

“Although the original draft of sec- 
tion 66.9 has been abandoned, we feel 
that a discussion of two other short- 
comings out of several will emphasize 
our point: 

“It has been the settled policy of this 
and of practically every other state that 
death benefits and all other benefits of 
policies payable to the estate of the in- 
sured should be subject to the claims 
of his creditors. All the reasons why 
policies payable to named beneficiaries 
should be exempt from claims of cred- 
itors are inapplicable to policies which 
the insured carries for the benefit of 
himself and his estate. But the depart- 
ment’s first draft, quite inadvertently we 
believe, exempted the cash and loan val- 
ues and dividends of estate policies. 
Thus a man might pay $100,000 for a 
single premium policy payable to him- 
self, not intended for the protection of 
anyone else and withhold the substan- 
tial cash surrender values from his cred- 
itors. 


Granted Sweeping Exemption 
Where None Is Necessary 


“Section 66.9 as contained in the ten- 
tative draft thus inadvertently granted a 
most sweeping exemption where none 
was necessary or desirable. On the 
other hand, the tentative draft attempted 
to impose a superfluous and mischievous 
limitation of the existing exemption of 
surender values, dividends, and other 
‘lifetime benefits’ of policies which the 
insured carried for the benefit of others, 
by providing that the exemption applies 
only to policies payable to the bene- 
ficiaries ‘who at the time of payment are 
chiefly dependent on him (the insured) 
for support and maintenance.’ ” 

The brief goes on to quote a letter ad- 
dressed to Superintendent Pink last fall 
pointing out the difficulty of interpreting 
what constitutes “chiefly dependent.” It 
cited the hypothetical case of a son 
whose father has been giving him $2,400 
a year. The son earns $1,200 a year. 
If the son should be able to live on the 
$1,200, he is not “chiefly dependent” on 
the father. On the other hand, if it is 
assumed that two-thirds of the son’s in- 


come comes from the father, he is 
obviously “chiefly dependent” on the 
father. 

Case of Joint Contributions 

Is Set Forth 


Another instance cited was that of a 
man carrying insurance in favor of his 
aged mother. His three brothers also 
contribute to her support, though to a 
lesser extent. As there are three other 
supporters, is the mother “chiefly de- 
pendent” on the insured son? 

The brief criticises the proposed re- 
writing of section 55b dealing with dis- 
ability benefits. The law would exempt 
disability income only in the extent of 
$400 per month for the period repe- 
sented by such installments. 

“What is the exact meaning of ‘$400 
per month for the period represented by 
such installments?’?” the brief asks. 
“Our guess is that it means ‘at the rate 
of $400 per month’ but we cannot be 
sure.’ It certainly is involved and awk- 
ward language. Maybe the courts will 
ascribe to it some unexpected meaning.” 


Finds Meaning Is 
Contradictory 


The brief also questions the meaning 
of the term “benefits presently due and 
payable to any annuitant periodically or 
at stated times,” saying that “it would 
seem that benefits either are ‘presently 
due and payable’ or that they will be- 
come due ‘periodically or at stated 








times;’ they cannot posible be both at 





the same time; what will accrue in the 
future cannot be ‘presently due and pay- 
able.” Observing that “no court will 
assume that the legislature used two con- 
tradictory terms in the same sentence,” 
the brief points out that the court would 
necessarily endeavor to spell out some 
meaning or other and that “what it will 
be cannot be predicted.” 

The association asks why the pro- 
posed revision drops out a provision in 
the present 55a which grants exemption 
to policies “whether or not the policy 
is made payable to the person whose 
life is insured if the beneficiary or assignee 
shall predecease such person.” For ex- 
ample, a policy is made payable in case 
of the insured’s death to his wife, if 
living, otherwise to his estate; or it may 
be payable to his wife, if living, other- 
wise to his children, if living, otherwise 
to his estate. This provision was in- 
cluded in 55a because of certain deci- 
sions in Massachusetts to the effect that 
the contingent interest of the insured’s 
estate under beneficiary clauses similar 
to the foregoing examples is subject to 
the reach of creditor. Permitting cred- 
itors to seize such a remote interest 
serves no practical purpose but creates 
unnecessary litigation and a _ distinct 
nuisance, the brief points out. 


No Criticism Made 
of the Provision 


“The provision just quoted from sec- 
tion 55a was therefore inserted,” the 
brief states. “It has since been copied 
in the statutes of other states. We are 
unaware of any criticism ever levelled 
against it. The proposed section 66.9 
dropped it without a word of explana- 
tion. Why?” 

The brief goes into considerable de- 





Honored 














E. P. GREENWOOD 


The traditional observance of ‘“Presi- 
dent’s Month” was given a new turn 


by the agency organization of the 
Great Southern Life of Houston. 
August is an admittedly awkward 


month for a sustained sales effort due 
to the season of the year. So this year, 
Aug. 4, President E. P. Greenwood’s 
birthday, was selected for emphasis, 
with the result that 329 applications for 
$537,997 of new insurance were writ- 
ten that day. Cards representing each 
of these applications were fashioned 
into the unique birthday greeting, which 
was presented to Mr. Greenwood by 
Ford D. Albritton, general sales direc- 
tor, on behalf of the men in the field. 





tail in outlining the association’s objec. 
tions to the $400 limitation in the ex. 
emption under disability income. 

“Present section 55b exempts ‘any 
money income disability benefit’ from 
levy of process except in ‘an action to 
recover for necessaries contracted for 
after the commencement of the disabjl- 
ity, ” the brief states. “Thus, a person 
in receipt of money income benefits may 
be compelled to pay out of them for all 
the necessaries of life, food, clothing 
shelter, education, medical expenses, etc, 
actually furnished to him or those for 
whom he is responsible. 


Old Provision Deemed 
to Be Necessary 


“The revisers have eliminated this lia- 
bility for necessaries furnished, and 
under their draft a person in receipt 
of $400 disability per month is not held 
responsible for them. Frankly, we con- 
sider the old exception as to necessaries 
fair to creditors and see no reason why 
this should be abandoned. 

“On the other hand, the revisers have 
dropped the distinction between ‘money 
income disability benefit’ and other dis- 
ability benefits. They lump all of these 
benefits into one term ‘benefits payable 
in periodical installments during a def- 
nite or indefinite time.’ (page 272, lines 
14-15). Most life insurance policies con- 
taining disability benefits contain a so 
called ‘premium waiver clause.’ 


Hidden Reduction 
Can Not Be Justified 


“Actually the insured does not re- 
ceive the amount of the premiums; their 
waiver is distinctly a benefit for the 
beneficiary rather than the insured. Still 
they are proposed to be included in the 
limitation. That is most unfair; this 
hidden reduction of the apparent exemp- 
tion of $400 cannot be justified. We do 
not know whether it is intentional or 
by error. ; 

“The present unlimited exemption of 
money income disability benefits cannot 
work any possible hardship on creditors. 
Only complete lack of imagination 
would hide from us the pitiful situation 
with which we are actually dealing. Here 
is a man who, by sickness or accident, 
has reached a state of health which the 
rather strict insurance doctors concede 
to be such that he is disabled ‘from fol- 
lowing any gainful occupation,’ as the 
clause in most policies reads. He is de- 
void of any other resources. This sick 
person, broken in health and _ finances, 
had the foresight to protect himself by 
insurance against such a disaster. The 
moneys he received are needed for his 
support and that of his dependents and 
to provide him the decent comforts that 
his status requires, maybe to cure him. 


Moral Hazard Causes 
Limit in Amount 


“His creditors, on the other hand, of 
course did not contract (except in the 
case of necessaries eliminated by the re 
visers) with him in the expectation that 
he will become disabled. Their moneys 
were lost before the right to the money 
income disability benefits accrued. V y 
should they benefit by his misfortune: 

The brief goes on to point out that 
there need be no fear that absence of “ 
$400 limitation will mean a great dea 
to disabled debtors, since the moral haz- 
ard angle caused companies to limit the 
amounts they issued on disability poli- 
cies. , 

Along similar lines, the brief objects 
to the substitution of a flat $400 a mont 
annuity exemption for the present we 
under section 55c. The law at presen 
provides that where a person purchases 
an annuity for himself creditors may T® 
cover through garnishee execution ba 
to 10 percent of the income and also 

(CONTINUED ‘ON PAGE 8) 
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Business Men’s 
Holds First of 
Regional Meets 





Eastern Division Agents 
Gather at Lake Wawasee, 
Ind., for Four-Day Outing 





By JOHN F. WOHLGEMUTH 


LAKE WAWASEE, IND.—Stream- 
lined salesmanship is the theme of the 
1938 conventions of the Business Men’s 
Assurance of Kansas City. Regional 
conventions are being held this year, 
the first one, with the largest attend- 
ance, being staged at this famous sum- 
mer resort. The Wawasee convention 
included all states east of the home of- 
fice, with agents qualifying from Ark- 
ansas, Missouri, Illinois, Kentucky, 
Tennessee, Wisconsin, Indiana, Michi- 
gan, Ohio and West Virginia. There 
were 45 agents qualified, but many 
qualified for their wives and the number 
present with the home office representa- 
tives was well on toward 100. Other 
regional conventions will be held at 
Colorado Springs, Sept. 6-9; Grand 
Canyon, Sept. 11-14; Victoria, B. C. (for 
Washington and Oregon) Sept. 22-24. 


Four-Day Outing 


Thursday was arrival day, many of 
the agents driving to the convention. 
Some arrived in time for golf in the 
afternoon, and nearly all were on hand 
for the company dinner Thursday eve- 
ning. Friday morning there was a busi- 
ness session with the afternoon and eve- 
ning free for recreation. Saturday 
morning there was another business ses- 
sion and the big company dinner Satur- 
day evening wound up the official 
events. Hotel reservations were good 
til Sunday noon. The only recreation 
prizes were for bridge, won by Louis 
Haith for the men and by Mrs. F. W. 
Moller of Indianapolis for the women. 

President W. T. Grant recently re- 
turned from a European trip and gave 
an account of his travels under the head- 
ing, “The New World Looks on the 
Old.” Besides his account of the vari- 
ous countries he visited, Mr. Grant 
touched on political conditions. He said 
the people he talked with do not believe 
there will be war this year, notwith- 
standing the threats. In regard to 
Czechoslovakia he said the Europeans 
point out that Germany can accomplish 
her object by. economic pressure just as 
surely as by war. 


Streamlined Sales Talks 


J. C. Higdon, vice-president and sales 
manager, had the subject, “The Chal- 
lenge of These Modern Times.” He re- 
viewed the drawbacks that confront 
agents, but on the other hand pointed 
out the many new opportunities that 
have been created and the wonderful 
standing won by life insurance during 
the depression. 

Saturday morning the agents had the 
or, various representatives being called 


upon to describe methods that had 
Proved successful with them. While 
these were called streamlined sales 


talks, they revealed the old cooperation 
ae head and feet. In other words, 
: successful agents have feet that will 
hs € them out to the prospects, and a 
tad that brings back the application. 


Operates on Full Time Plan 


Mm. Business Men’s Assurance was 
th y 8 percent below the 1937 record for 
€ first half of the year, while its June 
ee was actually greater than the 
= Aa The company operates only 
pe e full time basis and devotes much 
€ntion to individual producers. It en- 
(CONTINUED ON PAGE 24) 








In the Running 








W. H. ANDREWS, JR. 
W. H. Andrews, Jr., home office gen- 


eral agent at Greensboro, N. C., for 
Jefferson Standard Life, is being 
strongly advanced by leaders in his 
state for election as a trustee of the 
National Association of Life Under- 
writers at the Houston convention. The 
campaign for Mr. Andrews did not get 
under way until later than the campaign 
for a number of the other candidates, 
but the Andrews “introduction” com- 
mittee is undertaking to make up for 
lost time by strenuous work in its can- 
didate’s behalf. 





Emphasis Placed on Ordinary 
by Western & Southern Life 





President Williams Presented 
with Gold Plaque at Jubilee 
Celebration at Home Office 





Emphasis on ordinary production was 
the keynote of the Western & Southern 
Life’s golden jubilee celebration in Cin- 
cinnati, President C. F. Williams stating 
that ordinary came first and industrial 
second. Mr. Williams presided at the 
first two morning sessions, Vice-presi- 
dent C. M. Williams taking charge of 
the last morning session. Highlight of 
the convention was the presentation of 
a solid gold plaque to President Wil- 
liams from the field by Manager Wil- 
liam Klusmeier, South Bend, in recog- 
nition of his 50 years’ service. Other 
congratulatory expressions from the 
field were conveyed to Mr. Williams by 
C. F. Brawley, Norwood manager, and 
A. P. Kelly, Chillicothe manager, who 
was Mr. Williams’ first appointment as 
president. 

Field men receiving special recogni- 
tion were Managers N. J. Ison, Terre 
Haute; W. O. Burns, Chicago west; and 
J. H. Robson, Charleston, W. Va.; Su- 
perintendents C. W. Tilbrook, Chilli- 
cothe; V. Schnepper, Evansville; and H. 
H. King, Canton; and Agents W. L. 
Schweinzger, South Bend; J. A. Stern, 
— north; and J. C. Fitch, Zanes- 
ville. 

Mr. Williams expressed his apprecia- 
tion for the loyalty and cooperation. 





Gray Returns to Australia 


A. C. Gray, who went from Sydney, 
Australia, some months ago to become 
divisional inspector at the Canadian 
head office at Montreal of the Mutual 
Life & Citizens Assurance, has been re- 
called to the home office at Sydney. 








Today I made a sale. 


ago. 
money.” 


this time?” 


me $20,000 all told.” 


ance. 
of him, speechlessly. 


+ 


Independence Square 





THE KIND THAT “BUYS” 


There are prospects who fit their insurance piece by piece 
into their financial and domestic plans. They cannot be sold— 
they buy—and would resent sales pressure. For example,— 


we quote from an underwriter’s letter :— 


Have written him for $13,000 in the last 
three years, one $1,000 and three fours. 
My opening, “I have come to show you how to make some 
(Age change in a few days.) He said, “This is a novelty! 
Previously you’ve taken money away when you called. How much 
I gave him the rate per thousand—didn’t want to shoot 
too high or too low. Besides, he’s the kind that buys, is not sold. 
His response was, “Well, fix me up for $7,000, and that will give 


I will leave him utterly alone for a year or two. By that I mean 
that when I am in his town I will drop in, have a cigar in my pocket, 
take him to lunch,—send him meanwhile a birthday card, and him 
and his wife a Christmas card,—but will never mention life insur- 
I just let him buy what he wants, and then keep in sight 


With some prospects the maximum can only be reached 


piece by piece. As every experienced underwriter knows. 
+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. Kinestey, President 


I dropped in a few days 


+ 


PHILADELPHIA 




















Occidental Life 
Holds Spirited 
Agency Rally 





Members of Two Field 
Leader Organizations Have 
3-Day Session in Vancouver 





By FRANK W. BLAND 


An enthusiastic three-day convention 
of the leading producers of Occidental 
Life of Los Angeles was held at Van- 
couver, last week. There were more 
than 200 in attendance including the en- 
tire official family and many department 
heads. 

The convention’s activities were car- 
ried forward under the direction of V. 





V. H. JENKINS 


H. Jenkins, vice-president, whose agency 
building program has resulted in Occi- 
dental Life making such rapid strides 
during recent years. Mr. Jenkins has 
developed Occidental to the point where 
it is writing new life business at the rate 
of $86,000,000 per year and he is recog- 
nized as one of the able and successful 
agency executives of the country. In ad- 
dition to its life business Occidental is 
making an aggressive drive for accident 
and health, its department being headed 
by F. B. Alldredge. 


Client Building Is Theme 


The convention theme was “Client 
Building,’ the idea being that the sale 
of a policy constitutes only the first step, 
that the servicing of the business after 
it is on the books is the really important 
factor in building a clientele. 

New rate books containing increases 
for several policies, and revisions effec- 
tive Nov. 1, were distributed and ex- 
plained. It was announced that the age 
limit on accident insurance was increased 
from 65 to 75, subject to satisfactory 
evidence of insurability. 

J. W. Miller, London, Ont., in charge 
of Canadian operations, was convention 
host. He now has 12 generak agencies 
operating in Canada. 

The company sponsors two agency 
clubs, Los Conquistadores Club and the 
Leading Producers Club. Membership 
in the former is made up of those who 
qualify with both production and con- 
servation records. 

Those who qualify for the Leading 
Producers Club must produce annually 
$12,000 in new premiums. This year’s 
officers for the Los Conquistadores Club 
are: President, Frank T. Longo, Los 


Angeles; vice-presidents, Rex W. Laws 
(CONTINUED ON PAGE 10) 
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Agency Leaders of 
National Life in 
Biennial Rally 





Prestige Idea Is Emphasized 
at White Sulphur Meeting 
Attended by 200 





About 200 leaders of National Life 
of Vermont &attended the biennial con- 
vention in White Sulphur Springs, 
W. Va., the first three days of this 
week. L. P. Brigham, superintendent 
of agencies, served as general chairman 
of the convention. He was assisted by 
a committee of three agents, they being 
F. E. Baker, New York; R. O. Bickel, 
Cedar Rapids, Ia., and G. M. Robinson, 
Detroit. 

Vice-president E. D. Field served as 
chairman of the first day’s meeting; 
Vice-president G. B. Young the second 
day, and Actuary H. H. Jackson, the 
third. : 

The home office delegation was 
headed by President E. S. Brigham. 

Governor Holt of West Virginia made 
the welcoming address. Clem D. 
Johnston, vice-president United States 
Chamber of Commerce, gave an ad- 
dress, “The Prestige of Life Insurance.” 
President Brigham_gave an address on 
“The National’s Contribution to Life 
Insurance.” 


J. M. Gantz Is Heard 


Those participating in the afternoon 
program, which was of a somewhat tech- 
nical nature, were Karl G. Gumm, as- 
sistant superintendent of agencies; 
H. R. Pierce, secretary, Dr. Edwin A. 
Colton, medical director, and Messrs. 
Young and Jackson. 

Tuesday morning the moving picture, 
“Make Way for Tomorrow” was 
shown. J. M. Gantz, Cincinnati gen- 
eral agent for Pacific Mutual Life, gave 
a talk, “The Prestige of Life Insurance 
in Action.” Major R. P. Burroughs of 
Manchester, N. H., who is a member 
of the Million Dollar Round Table, gave 
a talk on “Effective Selling Creates 
Prestige.” 

R. E. Flanders, Springfield, Vt., who 

(CONTINUED ON PAGE 11) 





Complete Program for 
Advertising Conference 





Interesting Array of Events Is 
Scheduled for the Annual Con- 


vention 





NEWARK—tThe complete agenda for 
the annual convention of the Insurance 
Advertising Conference on Sept. 12-13 
at the Oyster Harbors Club, Cape Cod, 
Mass., has been announced by A. A. 
Fisk, president. 

The complete program follows: 


Monday, Sept. 12 


Report of the president. 

Report of the secretary-treasurer. 

Address, “Plan Your Printing to Pay 
You Premiums,” by Thatcher Nelson, 
Oxford-Print. 

Fire and Casualty Session, David C. 
Gibson, chairman, Maryland Casualty. 

Life Session, Henry H. Putnam, chair- 
man, John Hancock Mutual Life. 

Luncheon. 

Address of welcome, C. F. J. Harring- 


ton, insurance commissioner of Massa- 
chusetts, 
Address, “Selling with Advertising,” 


by B. R. Canfield, Babson Institute. 
Annual dinner, Arthur A. Fisk, toast- 
master. 


Tuesday, Sept. 13 


Morning 

General meeting, election of officers. 

Fire and Casualty Session, C. J. Fitz- 
patrick, chairman, U. S. Fidelity & 
yuaranty. 

Luncheon. 

Address, “Advertising’s Biggest Job Is 
Still to Be Done,” by A. B. McIntire, 
Pepperell Manufacturing Company. 

Address, “A Team Mate to Advertis- 
ing,” by Sam G. Wingfield. 


Life Group Meeting 

“Should We Be More Explicit in Our 
Advertising of Life Insurance, by H. A. 
Richmond. 

“Has National Advertising Increased 
the Sale of Income Producing Insurance 
(Retirement Annuities, etc.),” by A. H. 
Reddall, 

“The Green Light Says Go,” by Seneca 
M. Gamble. 

“Some Important Factors Which Will 
Assist the Buying Public in Becoming 
Adequately Insured,” by A. K. Taylor. 

“Sales Factors in Life Insurance,” by 
Arthur A. Fisk. 

“How Can Life Insurance Advertising 
Be Used as an Educational Force To- 
ward (a) Influencing Public Good Will, 
(b) Stimulating the Buyer,” by Charles 
E. Crane. 

Discussion of Insurance Advertising, 
by E. M. Hunt. 


After the meetings are over several 





Finishing Touches Are Put 
on Arrangements for Rally at 
Houston; 1,200 Reservations 





The subjects are announced this week 
of the four members of the Million Dol- 
lar Round Table who will give short 
talks at a main convention session of the 
National Association of Life Underwrit- 
ers in Houston in the period designated 
as the million dollar round table hour. 
Jack Lauer of Cincinnati, chairman of 
the executive committee of the round 
table, will give a preliminary talk. Frank 
Falkstein, Aetna Life, San Antonio, will 
talk on “Prestige Building Opportuni- 
ties for the Young Underwriter.” J. H. 
Reese, Penn Mutual, Philadelphia, who 
is the nominee for president of the Na- 
tional chapter C. L. U., will talk on 
“Stimulating Action.” The topic of L. 
A. Rosen, Union Central Life, New 
York, is “Go to Work Young Men, Go 
to Work.” B. S. McGiveran, Northwest- 
ern Mutual, Eau Claire, Wis., will speak 


“ 


on he Tax Approach to Larger 


Distribution of Speakers 


More than 1,200 reservations have al- 
ready been made for the Houston con- 
vention, national headquarters reports. 
Twenty-two agents will appear on the 
general program together with four 
home office men, five outsiders and two 
who are connected with independent life 
insurance organizations. 

The number who have qualified for 
the women’s quarter million dollar round 
table is 40, as compared with 38 last 
year and 35 the year before, when the 
first meeting of the round table was 
held. Helen B. Rockwell, National Life 
of Vermont, Cleveland, chairman of the 
round table, states that the average pro- 
duction of the 40 members during the 
year was $350,000. 








members will travel to Maine to view 
the Portland & Cumberland Mills of the 
S. D. Warren Paper Company. 

As an innovation the program com- 
mittee, under the chairmanship of Ray 
C. Dreher, of the Boston, vice-president 
of the conference, has arranged for ten- 
nis and golf tournaments on Monday 
afternoon and has acquired trophies for 
the winners in each sport. 

Press arrangements, during the meet- 
ings, will be handled by Frank J. Price, 
Jr., of the Prudential, chairman of the 
publicity committe. A special program 
of entertainment has also been arranged 
for the ladies attending. 


— 


Garrett Elected 
by Superintendents 
at Canadian Meet 





Many Problems Are Consid. 
ered But Little Definite 
Action Taken 





NEW OFFICERS 


President—H. G. Garrett, 
Columbia superintendent. 
Honorary president—W. J. Major, 
Manitoba attorney.general. 
Vice-president —E, B. MacLatchy, 
New Brunswick superintendent. 
Secretary—H. D. McNairn, Ontario 
superintendent (reelected). 


British 


VICTORIA, B. C.—The annual con- 
ference of the Superintendents of Insur- 
ance of Canada closed with an executive 
session at which it was decided that a 
report on compulsory automobile insur- 
ance will be submitted to the 1939 con- 
ference; that definite action on a clause 
to safeguard life policies against any 
doubt of payment in the case of suicide 
will be delayed until next year; that 
work in connection with uniform defini- 
tions of classes of insurance as between 
the Dominion and the provinces will be 
continued, and that final recommenda- 
tion of a definition for group accident 
and sickness insurance will be submitted 
in 1939. 


Shelve Suicide Clause 


A draft of proposed legislation which 
would permit insurance companies to 
pay on suicide policies after a two-year 
lapse was shelved. sub-committee 
was appointed to review a tentative draft 
submitted to the standing committee on 
life insurance legislation. The draft 
would make it lawful for an insurer to 
“pay insurance money in the event that 
the person whose life is insured com- 
mits suicide, whether he be sane or in- 
sane at the time; provided that, in the 
case of contract made after June 30, 
1939, death shall not so occur until after 
the expiration of two years from the 
date of the contract, notwithstanding 
any law to the contrary.” 





R. W. Craig, president Western Em- 





NATIONAL LIFE EXECUTIVES AT AGENCY LEADERS RALLY 








E. 8S. BRIGHAM 
President 


Among the executives of National 
Life of Vermont who participated in 
the biennial convention of agency lead- 


ers that was held in White Sulphur 
Springs were President E. i 
Vice-president Edward D. Field, Vice- 





EDWARD D. FIELD 
Vice-president 


S. Brigham, 








GEORGE B. YOUNG 
Vice-President 


president George B. Young and Secre- 
tary Herbert R. Pierce. 


This was the first such convention 


capacity of president. 
president in February, 1937. 





HERBERT R, PIERCE 
Secretary 


that Mr. Brigham has attended in the 


He was elected 
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pire Life of Winnipeg, said he was in 
favor of upholding a decision of the 
British house of lords confirming a judg- 
ment of the British court of appeal that 
payment of suicide insurance was il- 
legal. Mr. Craig said he did not be- 
lieve any moneys should be paid to any 
insured who committed suicide. 

In view of the limited time for the 
preparation of the draft and of the fact 
that there appears no urgency for im- 
mediate legislative action, further con- 
sideration will be given the matter and 
no definite action will be taken until the 
1939 conference, 


Discuss Valuation 


The conference was characterized by 
thoroughness. The presiding officer at 
each session encouraged a full discussion 
of the various problems arising and a 
genuine effort was made to draw out the 
views of the insurance company and 
agency men and representatives of insur- 
ance organizations present, and as a rule 
there was no difficulty in getting them. 
There were no sharp exchanges at any 
time, although differences of opinion on 
a number of subjects were often wide. 
The members of the superintendents’ 
body sat at a large table at the end of 
the hall facing the non-official delegates 
to the conference and acted the part of 
a board of inquiry. However, the pro- 
ceedings at all times were informal and 
agreeable, although dignified and busi- 
nesslike. 

There was a discussion on valuation 
of assets and their amortization in which 
differences of opinion were shown. 
Definite action will be taken later. One 
insurance man insisted that the assets 
were the actual market value thereof at 
the time of appraisal; others pointed to 
the changing of values of bonds and the 
like. One superintendent said: “Why 
not average value the past year?” 
Accident Cover Discussed 

Considerable attention was given to 
accident and sickness insurance. Several 
speakers drew attention to the limited 
coverage offered by newspapers selling 
personal accident policies at nominal cost 
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as a circulation promotion scheme. It 
was held that the actual premium in- 
volved should be printed on such policies 
in order that the public might be in a 
better position to appreciate their true 
value and not overestimate their protec- 
tion. Definitions, particularly for insur- 
ing clauses, were insisted upon by a few 
of those present, including one or two 
at the official table. There was some 
opposition to this, however. One com- 
pany official held that defining the insur- 
ing clause and standardizing it was 
undesirable. He favored things as they 
are as a stimulant to competition. 

Group accident and sickness insurance 
also received much attention. One dele- 
gate did not want too much in the way 
of definitions for this business at pres- 
ent. He declared it to be in a state of 
flux. It was reported that group hos- 
pital insurance coverage is now feasible 
for employers. Such coverage is also 
demanded for dependents of employes, 
said George S. Bere, London Life. 
“The companies have been examining 
this kind of insurance and they find it 
is quite a practical form of coverage,” 
he added. 

There was a difference of opinion as 
to whether uniform definitions can be 
used for accident and sickness and for 
life policies. 

Enactment of a uniform statute for 
the issuance of travel accident insurance 











LIFE COMPANY STATEMENTS 





Report as of June 30 to Georgia Insurance Department 











c——Six Month——— 
Disburse- 
Company Capital Assets Income 
Meme TAULUMES ian Seen de > a tewens $ 75,881,673 $ 8,077,948 $ 
CUNOlh RANE co cc cs cic ces neds $ 100,000 2,316,510 722,166 
Ce a Ei Cer 200,000 128,370,762 13,270,302 
Greet NOreMerm ...cccccccecce 319,000 6,714,528 1,175,951 
Guaranty Late GA. .cccccaccs 100,000 271,594 116,598 112,659 
Industrial Life & Health, Ga.. 500,000 3,274,290 2,994,608 2,612,845 
Mansas City Life........scc<s 1,000,000 107,029,858 8,704,956 6,914,619 
New England Mutual........  ..-..e- 418,264,982 43,994,992 28,600,042 
Wane WORE Olen. ee nrcdc edew an ceeews 2,577,579,247 207,286,172 137,301,514 
Provident Life & Accident.... 1,000,000 10,420,759 4,052,674 3,447,652 
Provident Mutual ......ccces  _esvceece 341,855,176 27,944,598 19,206,076 
PIRRGGMGIN. «con 23s cedeonéuces 2,000,000  3,684,256,293 404,537,006 304,378,142 
Sista Mutual EMG... 6 cccccse: veveecs 179,079,395 15,989,806 12,035,215 
WPUMUGIOGNNS. 3c cc aoe cancden cues 20,000,000 948,294,639 118,045,553 83,669,692 
i ree er er 2,500,000 366,294,289 28,408,403 23,233,235 
policies i recommended. At present | Mrs. Rosen in Los Angeles 
such policie i i 
p s can be issued only in a few LOS ANGELES—Mrs. Laura D. 


provinces. 

Further consideration will be given to 
group insurance. A legislative outline 
will be prepared for presentation next 
year. The standing committee will give 
further consideration to the rules of the 
Canadian Life Officers Association. 

The Connecticut Mutual Life has ap- 
pointed Marion R. Thomas district agent 
at Red Oak, Ia. 





Rosen, leading woman producer of the 
R. G. Engelsman agency of the Penn 
Mutual Life in New York, who is spend- 
ing her vacation in Los Angeles, spoke 
at the weekly meeting of the Fred D. 
McMillan agency. She gave an outline 
of her methods of selling, which, since 
1932, when she entered life insurance, 
have enabled her to keep above the 
$250,000 mark each year. 








“Ask Any 
Berkshire 
Associate”’ 





A WIDE MARGIN! 





The Berkshire associate enjoys a WIDE 
MARGIN because of the fine salable 


list of policy contracts which he carries. 





AMONG THE LEADERS ARE: 
@ FAMILY PROTECTION PLAN 
@ JUVENILE INSURANCE (With or Without 


Payor Clause) 


@ SALARY SAVINGS PLAN 
@ RETIREMENT INCOME PLAN 
@ BERKSHIRE BENEFACTOR (Low Cost—Step 


Rate) 


@ LIFE PAID UP AT 60 AND 65 
@ BERKSHIRE ORGANIZED ESTATE PLAN 


® SUBSTANDARD 


@ ANNUITIES—(Immediate and Retirement) 





* July Paid Volume 84.3% Gain Over July, 1937 


BERKSHIRE 


INSURANCE COMPANY 


(Incorporated 1851) 


PITTSFIELD, MASS. 


LIFE 


Fred H. Rhodes, 
President 
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N. F. C. Takes Action to Get 


Social Security Exemptions 


Resolution Adopted at Toronto 
Convention Seeks Amendment 
of Federal Statute 


A resolution was adopted at the To- 
ronto annual meeting of the National 
Fraternal Congress to urge state con- 
gresses and societies to contact U. S. 
senators and congressmen protesting 
against imposing a social security tax on 
fraternal lodge officials and asking that 
an amendment to the social security act 
be adopted exempting the local lodges 
and their officers. 

The societies are much concerned 
over the burdens imposed by the social 
security tax, not the least of which will 
be the difficult, expensive task of ac- 
counting for sums paid lodge officials. 
In addition, fraternal society premium 
rates do not include a loading to take 
care of items such as the social security 
tax. 


Another Angle of Question 


It is also perhaps true that the socie- 
ties hesitate to seek exemption of their 
field representatives as “independent 
contractors” because to do so might im- 
ply that the societies were commercial 
organizations employing commissioned 
agents the same as old line companies. 
Such an admission might let the socie- 
ties in for state premium taxes, from 
which they have been exempt so far 
under the assumption they were welfare 
and beneficial non-profit organizations 
giving life insurance protection merely 
as one item in their public service. 

A suggestion to take the social secur- 
ity action made by the New England 
Fraternal Congress in a tentative reso- 
lution was presented at Toronto, being 
reported by Earle R. Stiles, general at- 
torney Woodmen Circle, Omaha, chair- 
man resolutions committee. 

The fraternal societies will be repre- 
sented soon at a hearing to be held in 
Albany on the fraternal section in the 
proposed New York insurance code, 
Rainey T. Wells, general attorney 
Woodmen of the World, Omaha, stated 
in his report as chairman of the com- 
mittee on statutory legislation. He was 
optimistic of results in New York, al- 
though he felt it would probably be dif- 
ficult to gain all points which the socie- 
ties seek in this legislation. 

The original draft of the section con- 











Affixes Stamp Size 
Photograph to Letter 


When Paul McCray, Decatur, 
Ill., salesman of the Bankers Life 
of Iowa, writes a letter or any 
other greeting to a policyholder or 
prospect, he doesn’t sign his name 
to the message! He is convinced 
that people remember faces much 
better than they do names, and 
so, under the concluding phrase, 
“Heres looking at you,” he affixes 
a ene photograph of him- 
self, 








tained many contested provisions, some 
obsolete, having been carried over from 
the old fraternal code in force for many 
years. Mr. Wells felt if the societies 
were successful in securing a modern 
code in New York, this would exert a 
strong influence toward passage of good 
fraternal codes in other states, especially 
in South Dakota, Missouri and Okla- 
homa, and the societies would receive 
better consideration in their legislative 
efforts. Oklahoma has the most ancient 
code, he said, but a serious effort is on 
there to modernize it. 

C. L. Biggs, recorder Maccabees, who 
was elected N. F. C. president, in his 
acceptance address said he was faced 
with many problems and responsibilities, 
this being perhaps the most critical pe- 
riod since the N. F. C. was organized 
some 52 years ago. “But,” he said, “for- 
tified with the confidence of the mem- 
bers, I will face the task with courage. 
It requires much study and conference. 
The cementing of tke influence of the 
idea that fraternal society members are 
‘their brother’s keeper’ on a world wide 
basis will go far in a few years to mold 
public opinion as to the usefulness of 
fraternal insurance.’ 


Biggs Presented Gifts 


Mr. Biggs was presented a fine golf 
bag by E. W. Thompson, head of the 
Maccabees, on behalf of that society’s 
members. 
presented Mr. Biggs a book of testi- 
monials from lodges in all the provinces, 
presentation being made by Mrs. Mabel 
Blake of Windsor, Ont., provincial man- 
ager. 

Mrs. Dora Alexander Talley, head of 
the Woodmen Circle, retiring president 

a Oe honored at a dinner at 
which Mr. Stiles, a Woodmen Circle’s 
director, and Eugene Pakes, actuary and 

(CONTINUED ON PAGE 25) 


Ontario Maccabee members | 





Buffalo’s Big Application 
May Mean Upturn in the 
Production of Business 


BUFFALO—Whether or not it pres- 
ages a general upturn in early fall busi- 
ness, one Buffalo insurance man started 
his own upturn this week when he 
completed a $600,000 case, the largest 
recently reported in the upstate New 
York area. He was Louis C. Roth, an 
associate of the Clay W. Hamlin agency, 
Buffalo and Rochester representatives of 
the Mutual Benefit Life. The case in- 
volved three lives which were insured 
for $200,000 each, the limit of insur- 
ance which the company will issue on 
a single life. 

The $600,000 case rounds out two 
million-dollar production records. It 
brings Mr. Roth’s total sales for the 
year to date to better than $1,000,000; 
the sales of the Hamlin Agency to bet- 
ter than $1,000,000 for August. 

Mr. Roth is an outstandingly success- 
ful life insurance man and is a member 
of the Million Dollar Round Table. 

Mr. Roth’s achievement is a _note- 
worthy contribution to the Hamlin 
Agency’s share in the summer new busi- 
ness campaign being conducted by the 
company. Mutual Benefit general agen- 
cies have been cooperating with other 
sales organizations in the belief that the 
men who make the nation’s sales can 
give business the impetus it has long 
needed. 


Submit N. Y. State Health 
Cover Measure to Voters 


After many weeks of deliberation, the 
New York state constitutional conven- 
tion has now adjourned. It voted to 
submit the new state constitution to the 
people at the November elections in 
nine separate proposals. One of the pro- 
posals relates to the use of state money 
and credit for social welfare, including 
provision that would permit the legis- 
lature to set up a system of state health 
insurance. 


Will Open Hartford Office 


E. R. Harrison, son of W. H. Har- 
rison, who was for several years su- 
perintendent of agencies of the Con- 
necticut General, will shortly open a 
life insurance brokerage office at 75 
Pearl street, Hartford. He has been 
engaged in the business for more than 
15 years. 





Illinois Bankers Agents in 
Successful Sales Drive 


Hang Up Unusual Business Ip. 
crease in Preparation for Lead. 
ers Club Convention 


All production records of the Illinois 
Bankers Life in August were cracked 
in a drive preparatory to the annuval 
agency convention of the Leaders Club, 
that was held in Chicago this week. At 
the convention it was reported by Kar| 
B. Korrady, vice-president and director 
of agencies, that far from the 22 percent 
slump in business averaged by most 
companies, the Illinois Bankers in the 
last 12 months has had 36.8 percent in- 
crease in business and in the first seven 
months this year 30.3 percent increase, 
while in August gain was over 100 per- 
cent, making the month the greatest in 
the company’s history. 

Monday of this week was the biggest 
day for all time, more than $800,000 of 
life business being submitted and 251 ac- 
cident and health applications, an all 
time record. In addition, the agents 
voluntarily at the convention Tuesday 
wrote themselves to bring the volume 
to more than $1,000,000 submitted this 
week at the convention. In all they 
submitted $230,000 applications on their 
own lives, bringing the increase over 
August, 1937, to more than 100 percent, 


Steady Record of Increases 


Mr. Korrady reported there have been 
increases during all of the last 12 months 
and in the last 28 months there have 
been only three months when increases 
were not reported, these being one 
month in 1936 and two in 1937. Acci- 
dent and health production also is far 
ahead, especially in the commercial end 
where 50 percent increase was secured. 

Registration was about 250. Great en- 
thusiasm was evidenced at the meeting. 
This company is moving ahead steadily. 
New tools for men in the field were an- 
nounced in the revised series of savings 
policies on 3 percent basis instead of 3% 
percent as heretofore. This revision in- 
cludes a 20-year savings policy and 20- 
year savings endowment, with similar 
policies for the juvenile department, and 
a 20 year regular endowment. 

Vice-president Korrady and O. F. 
Davis, manager accident and health de- 
partment, presided. Other officers at- 
tending from the head office at Mon- 





ILLINOIS BANKERS OFFICIALS AT LEADERS CLUB RALLY 





KARL B. KORRADY 


A fine production increase this year, 
and extending back almost without inter- 
ruption for 28 months, reported at the 
Illinois Bankers Life Leaders Club con- 


0. F. DAVIS 


vention in Chicago this week, was due 
in large part to the organization and ad- 
ministrative abilities of the officials. Four 
of these, who took active part in the 


E. H. HENNING 


convention, are shown above. They 
are: Karl B. Korrady, vice-president and 
director of agencies; O. F. Davis, assist- 
ant director of agents; E. H. Henning, 


HUGH T. MARTIN 


vice-president, and Hugh T. Martin, 
general counsel. These have succeeded 
in developing fine esprit de corps and 
enthusiasm among agents. 
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mouth, Ill, included: President W. H. 
Woods; E. H. Henning, vice-president; 
Arthur T. Sawyer, secretary; Dr. H. G. 
Ebersole, associate medical director; 
Hugh T. Martin, general counsel; H. G. 
Sellman, actuary; Leonard Twomey, as- 
sistant actuary; S. E. Hinshaw, manager 
policy department; Glenn H. Lilley, 
manager conservation department; F. H. 
Jacobson, manager claims department; 
‘A. W. Barnes, advertising manager; C. 
C. Doyle, agency assistant; George G. 
Shwisher, agency assistant accident and 
health department, and Miss Margaret 
Rodger, agency accountant. 

In addition, field supervisors attend- 
ing included Joseph M. Fouts, Des 
Moines, Ia.; Carl F. King, William R. 
Martin and L.: N. Ressler, home office. 

An aggressive field organization pro- 
gram was credited by Vice-president 
Korrady as underlying the unusual sales 
record. Regularity of production has 
been emphasized. Nearly 90 agents 
qualified for the App-a-Week Club and 
D. T. McKeller, general agent Vandalia, 
Ill, is winding up 11 full years of app-a- 
week production. 


New Club Officers 


"Membership in the Leaders Club, 
which was organized two years ago, has 
increased from 17 to 48. The club offi- 
cers were installed: President, W. A. 
Wiessing, Springfield; vice-president 
Ray Fogg, St. Louis; vice-president com- 
mercial accident and health department, 
Mr. Wiessing; vice-president intermedi- 
ate A. & H. department, S. V. Hott, 
Akron, O., and secretary, A. W. Barnes 
of the home office. 

Prize winners honored included; Life 
department, arrow of gold policies—F. 
L. Hildebrand, general agent Kansas 
City; E. A. Timme, general agent Oak 
Park, Ill.; N. C. Kibble, general agent 
Akron; W. H. Jurgensen, general agent 
Omaha; H. L. Nelson, general agent 
Barry, Ill., and Ray Fogg and J. P. Lott, 
Sioux City, Ia.; all policies—Mr. Fogg, 
Ben Lubovsky, Fort Washington, Md.; 
E. A. Reese, general agent South Bend; 





R. E. Grupe and W. B. Bauman, both 
of Washington, D. C. Installation oc- 
curred at the annual banquet with H. T. 
Martin, general counsel, officiating and 
Mr. Korrady toastmaster. Mr. Fogg 
won the vice-presidency for largest 
number of paid applications, Mr. Wies- 
sing becoming president for largest vol- 
ume of paid premiums. 


Other Records Established 


An outstanding record was hung up 
by the Iowa-Nebraska agencies under 
Joe Fouts with $160,000 in the single 
day’s campaign. The National Capitol 
agency under G. G. Hopkins, general 
agent, was second with $140,000 in the 
day. Mr. Hildebrand is retiring presi- 
dent of the Leaders Club. 

Vice-president Henning extended a 
welcome at the first session paying 
tribute to the agency system. 

The second morning’s program in- 
cluded the talks: “How I Sell School 
Teachers,” by Mr. Wiessing; discussion, 
H. W. Holl, general agent, Lovington, 
Ill.; “Securing Life Business Through 
Accident & Health Sales,” J. E. Harri- 
man, general agent Youngstown, O.; 
discussion, H. D. Ownby, general agent 
Paris, Ill.; “Selling on Main Street,” E. 
P. Bock, special representaitive Cape 
Girardeau, Mo.; discussion, C. W. Lent, 
general agent Toledo; “From Part 
Timer to General Agent,” B. K. Koene- 
man, general agent Steelville, Ill; dis- 
cussion, Louis Willie, general agent Lin- 
coln, Neb.; “Quality Recruiting,’ H. D. 
Davis, manager Indianapolis district 
office, discussion, S. V. Hott, Akron; 
“Magic Words in the Arrow of Gold,” 
Mr. Hildebrand, and discussion, E. A. 
Timme. 

Mr. Harriman gave much credit to 
accident and health as the foundation 
for his life business. He said it is espe- 
cially good for the life man entering a 
strange territory. Prospects appear to 
be more willing to listen to an accident 
and health canvass than life insurance, 
because it injects the selfish motive. A 
very large volume of his life production 





he directly ascribes to health and acci- 
dent selling, his average for many years 
having run about 70 percent and since 
joining the Illinois Bankers, he said, 
eliminating ineligible risks, more than 
90 percent. 

Speakers the third day included Gen- 
eral Agent Fogg, “Big City Selling;” 
discussion, H. E. Wood, general agent, 
Chicago; F. H. Jacobson, manager home 
office claim department, “Why Claims?” 
discussion, L. H. Kaufman, general agent 
Wichita, Kan.; D. T. McKellar, general 
agent Vandalia, Ill, “Approaching 
Eleven Years on the App-a-Week Club”; 
discussion, E. A. Reese, general agent 
South Bend, Ind.; Dr. Ebersole, “Field 
Medical Examinations;” Actuary Sell- 
man, presentation of new policies; Mr. 
Korrady, open forum. 


Notables at Banquet 


At the banquet, Vice-president Kor- 
rady introduced those at the head table, 
including Barrett Woodsmall, vice-pres- 
ident American Service Bureau; Col. C. 
B. Robbins, manager, and Ralph Kast- 
ner, associate counsel American Life 
Convention. Roy Davis, assistant insur- 
ance director of Illinois, spoke briefly, 
as did C. M. Cartwright, managing edi- 
tor THE NATIONAL UNDERWRITER. 

The principal talk was made by Hugh 
T. Martin, general counsel, who gave an 
inspirational message that was especially 
well received, because of the fact that 
Mr. Martin rarely takes the platform. 

Mr. Korrady installed the new offi- 
cers of the Leaders Club and presented 
the cash prizes to the winners in the two 
contests that have been running through- 
out the year, one being confined to the 
sale of the so-called “arrow of gold” 
policies and the other based on sale of 
all types of policies. F. L. Hildebrand, 
winner of the “arrow of gold” contest, 
received $1,000. Ray Fogg of St. Louis, 
who has been with Illinois Bankers only 
about 12 months, received $500 as win- 
ner of the “all policies” contest. He 
also tied for sixth place in the “arrow 
of gold” contest. 








J. H. Reese Nominated for 
National C. L. U. Presidency 





E. W. Brailey Slated for Vice- 
President; L. E. Orcutt for 
Treasurer; McCahan Renamed 





J. H. Reese, manager home office 
agency Penn Mutual Life, Philadelphia, 
has been nominated for the presidency 





J. H. REESE 


of the National C. L. U. chapter. He 
is now vice-president. He received his 
C. L. U. designation in 1930 and the 
C. L. U. certificate in agency manage- 
ment in 1933. 

In the Philadelphia chapter, Mr. 
Reese has served as chairman of the 
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for the cameraman or 


hunter, those fortunate with leisure 


and means to enjoy their hobbies. 


An opportunity to 


indulge in favorite pleasures is 
the privilege of every man who, 
with the counsel of his insurance 
adviser, completes a well-planned 


savings and life insurance program. 
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organization committee, president for 
two terms, and chairman of the educa- 
tional committee. He is a former 
director of the Philadelphia Life Under- 
writers Association and is now chair- 
man of its civic relations committee. 
He is also chairman of the joint educa- 
tional committee on trust cooperation of 
the Philadelphia Association and the 
Corporate Fiduciaries Association. He 
is a qualifying and life member of the 
Million Dollar Round Table. 

Other nominees are: Vice-president, 
E. W. Brailey, general agent New Eng- 
land Mutual Life, Cleveland; treasurer, 

. E. Orcutt,’ Provident Mutual Life, 
New York City; secretary, David Mé- 
Cahan, professor of insurance, Wharton 
school, University of Pennsylvania, who 
is nominated for reelection. 

Corinne V. Loomis, associate general 
agent John Hancock Mutual Life, Bos- 
ton; G. B. Dorr, general agent North- 
western Mutual, Hartford; T. W. Har- 





rison, Jr., associate general agent Con- 
necticut Mutual, Baltimore; R. M. Stev- 
enson, general agent National Life of 
Vermont, Pittsburgh; N. M. Black, as- 
sistant manager Metropolitan Life, 
Charlotte, N. C.; F. M. Akers, Jr., man- 
ager Prudential, Atlanta; E. M. 
Schwemm, manager Great West Life, 
Chicago; E. A. Kruger, manager field 
service division, State Life of Indiana; 
G. W. Schoeffel, manager home office 
agency Oregon Mutual Life, Portland; 
H. Kenneth Cassidy, general agent Pa- 
cific Mutual Life, San Francisco; G. E. 
Lackey, geneal agent Massachusetts 
Mutual, Detroit; William King, Mutual 
Benefit Life, St. Louis. 

The retiring president is Kellogg Van 
Winkle, manager Equitable Society, 
Los Angeles. The nominating commit- 
tee was headed by L. C. Woods, Jr., 
other members being J. O. Todd and 
T. A. Gallagher. The balloting is done 
by mail. 





NEW YORK AGENTS OPPOSE LAW CHANGES 
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under surplus income proceedings. 
Where a person purchases an annuity 
for the benefit of someone other than 
himself there is no recovery against the 
purchaser unless the annuity considera- 
tion was paid with intent to defraud 
creditors. As for the creditors of a per- 
son for whom such an annuity is, pur- 
chased, thev are given rights correspond- 
ing to those given to creditors under 
section 15 of the New York personal 
property law, that is, they can only re- 
cover for necessaries furnished to the 
beneficiary. 


Absolute Exemption 
Is Not Favored 


The New York association objects to 
the abandoning of this system and sub- 
stituting “an absolute exemption of $400 
not subject to garnishee and not sub- 
ject to surplus income proceedings and 
not subject to claims of those who have 
furnished necessaries, food, clothing, 
shelter, etc., to a person in receipt of 
an annuity. 

“There is nothing that we can see to 
recommend the substitution except a 
facile simplification of proceedings by 
fixing arbitrary lump sums, exorbitant 
under some conditions and insufficient 
under others,” the brief states. “May 
we also point out that the limitations .. . 
are cumulative. A person in receipt of 
an annuity and in receipt of disability 
benefits may thus receive $800 per month 
free from creditors’ claims. Why?” 


Possibilities of Some 
Compensation Seen 


In connection with premium payments 

on life policies in which there is a ques- 
tion of defrauding creditors, the New 
York association sees possibilities of 
confusion and unnecessary litigation in 
the proposed law. The brief contends 
that section 66.9 of the revision would 
result in premium payments made with 
actual intent to defraud being dealt with 
more leniently than premium payments 
technically fraudulent but without in- 
tent to defraud. 
_ The brief states that if such transac- 
tions were under the so-called uniform 
fradulent conveyance act, as proposed by 
the revision, the courts would have to 
hold fraudulent and void every premium 
payment made by a person while in- 
solvent, even though the policy were a 
very modest and long established one; 
whether or not the person realized his 
insolvency at the time he made the pay- 
ments, or after entering into an obliga- 
tion which the courts might later find 
he believed would be beyond his ability 
to pay. 

“The change is revolutionary,” the 
brief continues. “Today the law is that 
an insolvent person does not lose the 
right to pay reasonable premiums on life 
insurance carried for the benefit of his 
dependents just as he still may have 
food, shelter and clothing.” 

In attacking the proposed change in 
the status of brokers selling life insur- 
ance, the association’s brief states that 





“under that objectionable provision any 
agent of a life insurance company may 
pay commissions to an insurance broker 
who has no direct relationship whatever 
with the insurer. The evils which we 
fear will result from this innovation af- 
fect the public, the company, the agents 
and the brokers.” The present law pro- 
vides that even though a broker is li- 
censed by the state for general business 
he must be licensed through the life 
company with which he places business 
in order to sell life insurance. The new 
law would obviate the necessity of the 
broker’s becoming the agent of each life 
company with which he places business. 
Of this change the New York associa- 
tion’s brief states: 

“Under the new dispensation, the fol- 
lowing will be the law where a broker 
solicits life insurance: 

“Any misrepresentation, whether in- 
nocent or fradulent, made by the bro- 
ker to the applicant will not be made by 
an agent of the insurer, and therefore 
not be binding on it. 


Any Misrepresentation 
Binding on Applicant 


“Any misrepresentation, whether in- 
nocent or fraudulent, made by a broker 
to the insurer when submittting an ap- 
plication will be made by an agent of 
the applicant and therefore binding on 
the applicant. 

“Any money collected by the broker 
as a premium prior to the issuance of 
the policy will be paid not to the agent 
of the insurer but to the agent of the 
insured; the broker’s receipts will there- 
fore not be the insurer’s receipt and 
the risk of loss will be on the applicant 
for the insurance and not on the com- 
pany.” ; 

Citing a court precedent for the status 
of the broker as agent for his client and 
not for the company, the brief points 
out that the proposed code makes no 
change in this relationship: 


Declares That a 
Gap May Be Left 


“It is true that the proposed new sec- 
tion 54.3 (p.p. 185-186) provides that 
any insurer who delivers to a broker a 
contract of insurance, by such delivery 
constitutes the broker its agent for the 
purpose of receiving payment of any 
premium due on such contract. But this 
innovation, salutary as it unquestionably 
is, does not affect the situation, preva- 
lent in life insurance, where the pre- 
mium is paid before medical examination 
and before issuance of the policy.” 

Emphatically disavowing any inten- 
tion of reflecting on brokers as a group, 
the brief states that “most life insurance 
companies are very glad to receive busi- 
ness from them; they have found them 
as upright and competent a group as 
any other; brokers certainly have no 
difficulty in obtaining the consent and 
approval of life insurance companies to 
their applications for such certificate (of 
authority). . . . We are most certainly 
not trying to cast reflections on a group 





which deserves and holds our respect 
and with which our relations are of the 
friendliest.” 

The New York association also sees 
the possible dangers in the extension of 
agent’s authority to pay commissions to 
brokers not licensed as agents. 

“True, the section provides for pay- 
ment ‘with the knowledge and consent’ 
of the insurance company,” the brief 
concedes. “Such.consent, however, need 
not be in writing; it may be oral. It 
need not be given before, but may be 
granted long after the transaction has 
taken place; it may be granted orally 
and prospectively for unlimited time... . 
Such sweeping power may lead to wide 
abuses. 

“There is always a possibility of an 
agent’s subsequently claiming that he 
obtained oral consent from some officer 
or other of the company who at the 
time the question arises may no longer 
be connected with the company or may 
be dead. It seems to us that the doors 
are opened wide to evils the full scope 
of which cannot be foreseen. 

“The practice of the department to- 
day, in the case of revocation of a bro- 
ker’s license, so we have been told, is 
to revoke at the same time all his cer- 
tificates of authority to act for life in- 
surers and to give them immediate 
written notice thereof. No insurance 
company would, if they received such 
notice, dare to accept business from the 
broker involved. 


Notification Difficulties 
Are Pointed Out 


“On the other hand, how would it 
be possible for the department to no- 
tify all the thousands of agents? They 
may thus remain unaware of the can- 
celation of the broker’s brokerage li- 
cense. Brokers whose licenses have 
been revoked for a cause may therefore 
be able to continue to transact life, in- 
surance business through some agent or 
other who has previously obtained the 
company’s. consent and who could 
always plead ignorance of the revoca- 
tion. 

“Finally, may. we. point out. that. the 
new dispensation confers no real benefit 
upon the brokers. A broker soliciting 
business for a life insurer today under 
his specific certificate of authority is sure 
of receiving his commission; under the 
new arangement, with a claim for com- 
missions not against the insurer but 
against one of its agents, he may have 
difficulty in collecting. Nothing would 
be more regrettable than litigation be- 
tween brokers and agents caused by this 
new loose practice. 


New Provision Held 
Detrimental to Public 


“Under present section 91 brokers 
have no difficulty and are under no ex- 
pense in obtaining certificates of author- 
ity to act for almost any life insurer 
they care to represent. The proposed 
new provision does not aid them, while 
it will be detrimental to the public, the 
companies, and the insurance fraternity 
in general.” 

Objecting to the proposed new sec- 
tion 58.3, covering misrepresentations, 
misleading statements and incomplete 
comparisons, the New York association 
says it sees no reason why present sec- 
tion 60, recently revised by the insur- 
ance department, should be subjected to 
further changes before having been 
tested in its amended form, in the 
courts. The association also feels that 
several of the proposed changes dis- 
tinctly weaken the effectiveness of the 
section. 


Prohibition Is Held 
to Be Less Sweeping 


Among the latter points is a change 
from the old law which prohibited the 
issuance or circulation of “any illustra- 
tion, circular, statement -or memoran- 
dum of any sort.” The association con- 
tends that the new law, in omitting the 
words “of any sort” makes the prohibi- 
tion less sweeping. 

The association also objects to the 
language in section 58.3 relating to com- 
parisons “which directly or indirectly 
affect the benefits to the policyholder.” 
Mention of the policyholder in this con- 








Research Bureau, Agency 
Officers to Meet Nov. 1-3 





The Life Insurance Sales Research 
Bureau and the Life Agency Officers 
Association will meet Nov. 1-3 at the 
Edgewater Beach Hotel. Chicago. J, 
M. Holcombe, Jr., Research Bureay 
manager, says that except for one 
speaker the entire program has been 
completed. Details will be announced 
shortly. Presiding on the first, second, 
third days respectively will be S. T. 
Whatley, vice-president Aetna Life and 
chairman of the bureau’s board of di- 
rectors; Vice-president Jerome Clark, 
Union Central Life, chairman of the 
bureau executive committee, and Presj- 
dent E. A. Olson of the Mutual Trust 
Life, chairman executive committee 
Life Agency Officers Association. Three 
seminars will be held Wednesday after- 
noon. 








nection is held by the association to 
constitute a permission to omit from 
comparisons any references to differ- 
ences in benefits to beneficiaries. The 
latter benefits, the association feels, are 
frequently of even greater importance 
than those applying to the policyholder. 


Insertion of “Knowingly” 
Weakens the Effect 


Another point where the association 
finds a weakening in the proposed re- 
vision is in section 58.3, which author- 
izes an action by a person aggrieved 
against an insurance agent or broker or 
others who may have violated any pro- 
visions of the section but only if they 
“shall knowingly receive any compen- 
sation or commission by or in conse- 
quence of such violation.” The inser- 
tion of the word “knowingly” in the re- 
vision weakens the deterrent effect of the 
section, the association contends. 

The association criticizes the general 
method followed in revising the insur- 
ance law. 

“The customary method of reform is 
to amend the existing law,” the brief 
states. “The department’s committee on 
insurance law revision, on the other 
hand, completely discarded the existing 
statute and prepared a brand new law 
which only occasionally adopts parts of 
the old language. Their comments are 
very sparing and frequently leave unex- 
plained important changes proposed by 
them. Thus, those parties in interest 
who feel that the existing statute 1s 
working satisfactorily assume two tasks 
—(a) they must ferret out proposed 
changes hidden in the department's draft 
and (b) while the would-be reformers 
avoid their plain duty of justifying the 
proposed changes, the objectants find 
the burden of proof shifted to them. 
They—so it seems—are subjected to the 
burden of proving that no change 1s 
needed.” 

The brief makes no comment on sec- 
tion 52, covering the issuance and re- 
newal of insurance agents’ licenses, as 
the joint legislative committee extended 
the time for submission of comments on 
that section to Sept. 15. A supplement- 
ary brief will be submitted. 


Liberty National’s Convention 
The Torch Club, composed of leading 
producers of the Liberty National Life, 
Birmingham, held its annual convention 
at Panama City, Fla. Verner O. Brown 
of Fort Knox, Ky., producer of the 
greatest amount of paid business in the 
past year, became president of the club 
and H. Evergreen, who put the 
greatest amount of business in force dut- 
ing the year, vice-president. About 100, 
headed by President Frank P. Samford, 
attended the convention. Biloxi, Miss. 


_was chosen for the 1939 convention. 


McCarter, Hampton on Coast 


G. S. McCarter, superintendent of 
agencies of the American National has 
been visiting Pacific Coast agencies, ac 
companied by W. H. Hampton, rhanager 
of the underwriting department. 
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International Association of 
Insurance Counsel Meets 





President Reeder Reviews Work 
of Past Year at Sessions on 
Mackinac Island 





MACKINAC ISLAND, MICH.— 
The International Association of In- 
surance Counsel held its annual meet- 
ing here this week with a good attend- 
ance and many live topics up for dis- 
cussion. 

P. E. Reeder of Kansas City, in his 
presidential address, referred to the fact 
that the executive committee of the In- 
surance Counsel Association decided to 
apply for membership in behalf of the 
association in the house of delegates of 
the American Bar Association. The cre- 
dentials committee of the A. B. A., how- 
ever, took adverse action on the appli- 
cation on the theory that the Insurance 
Counsel Association was an interna- 
tional organization and because the com- 
mittee was opposed to increasing the 
size of the house of delegates. Mr. 
Reeder said he has been advised that 
the report of the credentials committee 
was approved by the house of delegates. 

The Insurance Counsel Association, 
Mr. Reeder said, collaborated with other 
insurance groups and lawyers in seeking 
to arrive at an understanding of the 
proper sphere of activities of lay ad- 
justers. 

The special committee on law lists of 
the American Bar Association demanded 
that the Insurance Counsel Association 
submit to investigation and complete 
certain forms on the theory that the as- 
sociation is in fact a “law list.” The bar 
association persisted in its efforts in this 
direction until Mr. Reeder had a con- 
ference with one of the bar association 
leaders after which the bar association 
committee agreed to cease its efforts 
along that line. Mr. Reeder expressed 
the belief that the action of the bar 
association committee had been inspired 
by “someone very unfriendly to this or- 
ganization.” 

Mr. Reeder called upon members to 
be alert to aid and protect the insurance 
business, especially now that a federal 
investigation is threatened. He referred 
to recent articles by Washington col- 
umnists, indicating that the SEC inves- 
tigation of insurance companies is to be 
something of a smear campaign. “The 
apparent reason for this proposed inves- 
tigation, as disclosed by the articles in 
question,” he said, “is that a’ great por- 
tion of the money, or wealth, of our 
land is now controlled by life insurance 
companies. The mere mention of such 
contemplated action spells danger.” 

Wilbur E. Benoy of Columbus, O., 
gave a paper on “Recent Developments 
in Federal Decisions Affecting the Insur- 
ance Practitioner.” He dwelt upon the 
now famous decision of the United 
States Supreme Court in Erie Railroad 
vs, Tompkins and the subsequent case 
of Rosenthal vs. New York Life. These 
decisions, according to Mr. Benoy, con- 
stitute a determination by the supreme 
court, not only in cases involving tort, 

ut in cases involving equity and con- 
tract, that applicable state decisions shall 
be applied. 

So far as life insurance law is con- 
cerned, this new principle, he said, will 

ave quite an effect. He pointed out 
that State courts are inclined to liberalize 
the interpretation, for instance, of per- 
manent disability benefits. Most of the 
states and courts are defining the term 

total disability” as a relative term and 
ave been holding that it must be given 

a rational and. practical construction. 
on federal courts, on the other hand, 

ave regarded the disability clauses as 
mutual contracts and enforce them as 

a In connection with double in- 

€mnity benefits, he said, the state courts 

ave been submitting to the jury the 
erestion of whether the deceased did 

, me to his death by reason of acci- 

ental or natural means on the strength 








Future Is Not All 
Overcast for Life 
Insurance Men 





A life insurance picture by no means 
gloomy was painted by J. C. Higdon, 
vice-president Business Men’s Assur- 
ance, at the opening session of the com- 
pany’s agency meeting at Lake Wawas- 
see, Ind. He began by reviewing the 
drop in new business, the unemploy- 
ment, the low prices, and the usual de- 
pression factors, but then he turned to 
those that favor life insurance men. 
After taking up the favorable economic 
factors he gave them a life insurance ap- 
plication. 

The low interest rates mean that a 
private investor must save a much larger 
sum to provide a given income than be- 
fore. From an average interest rate of 
5.33 percent earned by 50 life companies 
in 1929, the figure dropped to 3.935 in 
1937. Have the higher premium rates 
made necessary increased sales resist- 
ance? Take a man of 35 who wishes to 
retire at 65 with $2400 a year. With 
money earning 6 percent he could do it 
on $40,000. This meant he had to invest 
$480 a year for 30 years. Now that 4 
percent or less is the generally accepted 
rate he would have to accumulate $60,- 
000 in 30 years. This in turn means that 
he has to invest $1,625 a year for 30 
years—more than twice as much. 

But life insurance and retirement rates 
haven’t doubled. The man of 35 still 
may purchase a life interest of $200 a 
month at 65 for $675 a year, or a little 
more than half what would be required 
to provide this income through invested 
savings. 

What about inflation? The answer is, 
well, what about it?, What can anybody 
do about it? 

The tax situation presents many in- 
ducements in favor of life insurance. It 
is a mistake to assume this applies only 
to large estates. The maximum rate in 
the federal estate tax has increased from 
20 percent in 1926 to 70 percent at the 
present time. Exemptions have been re- 
duced from $100,000 to $40,000. Form- 
erly living trusts were available. Today 
there is a tendency to regard all such 
trusts as made in contemplation of death. 

Life insurance is still a favorable 
means of leaving property. There is a 
$40,000 exemption, and if life insurance 
is the only estate the exemption goes 
up to $80,000. The gift tax allows $4,000 
a year in gifts. This laid out in endow- 
ment on a child’s life or in an annuity 
gives him the money free from estate 
taxes. Thus the gift tax itself has cre- 
ated a new opportunity for life insur- 
ance. 

Social security, instead of injuring life 
insurance, has put the spotlight on life 
income. In a radio talk Aug. 15 Presi- 
dent Roosevelt himself pointed out the 
small return the average man can look 
forward to. Actually it has had a stim- 
ulating effect on the sale of income in- 
surance. There are 20,000,000 prospects 
who do not come under the act. There 
is no provision for wives. Social secur- 
ity is available only to those who give 
up all business or employment. 

Accident and health is written by the 
B. M. A. and Mr. Higdon referred to the 
opportunities for added income from 
that source. The total volume increased 
from $158,000,000 in 1933 to $194,000,000 
rat 1937, showing the rapidly growing 
sale. 











of the presumption that one does not 
take his own life. 

Insurers, he declared, will have to 
accommodate themselves to the doctrine 
of the Tompkins case, which he said 
means that the federal courts are 
turned into mere functionaries to per- 
petuate announcements of state courts 
which have failed to comprehend the 
extent of social security granted by the 
insurance business and the trust char- 
acter of funds administered by insurers. 








IT TAKES 


+» more than Brains 
to stay in school 














T TAKES money. Your family must be held together in 
| eae security. You doubtless hope some day to send 
your youngsters to college. But—before college comes 
public school and high school. These are basic educa- 
tional requirements. Insure them first. That’s why you 
are urged to investigate our new Lincoln National Life 
Salary Continuance Plan right away. Should you die, it 
pays your family a regular monthly “salary” for any 
period you designate. Assures your children an educa- 
tion. If you live beyond retirement age, it pays you a regu- 
lar “salary” for the rest of your life. This plan costs 
little. See your local Lincoln agent for details. Or write us. 


More than $981,000,000 Insurance in Force 
Post 


pages 


From the September 10 issue of Saturday Evening 
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30.4% 


Do you find it a problem to 
keep busy . . . profitably? 
ra Continental can help 
you... as it is helping 
others. Continental offers: 
1. Salable merchandise . . . 
both par and non-par. 

2. Sales assistance .. . that 
tells how to sell .. . where, 
whom and what. 

Continental sales assistance 

is effective. Our Juvenile 

Educational Trust Plan, for 

example, has produced a 

country-wide average return 

of 39.4 per cent... Each 
inquiry from a person who 


knew he would be solicited. 


That is but one of many 
practical forms of co-operation 
offered by this strong and 
steadily growing institution. 
Let us give you the complete 
story as it relates to the profit 
side of your ledger. 





ott 


ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 


—<—— 





Occidental Life Holds Spirited Agency Rally | 
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and Hoyt M. Leisure, both of Los An- 
geles. 

Officers of the Leading Producers 
Club are: President, Paul F. McCarthy, 
Davenport, Ia.; vice-presidents, Mr. 
Longo and Mr. Leisure. 

Mr. Laws, who is the oldest agent in 
active service, has the highest persis- 
tency record, 100 percent on the greatest 
volume of exposed premiums. 

The company officers and department 
heads who spoke at the several sessions 
were: Mr. Jenkins, whose address, “Cre- 
ative Imagination,” was the convention 
highlight; Dwight L. Clarke, executive 
vice-president, who discussed the “Prob- 
lems of Progress”; E. L. DeVries, vice- 
president, whose topic was “Teamwork.” 
E. H. Tookey, associate actuary, speak- 
ing on “Rate Trends,” contended that 
in the main the best contract for the 
average prospect is by all odds ordi- 
nary life.” 

Other home office speakers were Les- 
ter S. Roscoe, home office agency as- 
sistant; George J. Hartman, agency 
assistant; Robert F. Benjamin, group 
supervisor; Verner Leckie, director of 
advertising; R. H. Belknap, agency sec- 
retary. An evening session was devoted 
to accident and health under the direc- 
tion of F. B. Alldredge, manager A. & H. 


Banquet in Victoria 


After two days of business sessions 
in Vancouver, the party took boat to 
Victoria, spending the afternoon sight- 
seeing. The banquet was held at the 
Empress Hotel, Victoria, after which a 
return trip was made to Vancouver. The 
convention adjourned with a farewell 
breakfast, the hosts being the Security 
Insurance Agency, Honolulu. 

At the banquet in Victoria Mr. Jenkins 
was toastmaster. The speakers were 
Arthur E. Fisher, insurance superintend- 
ent of Saskatchewan, and R. Leighton 
Foster, general counsel Canadian Life 
Insurance Officers Association. 

President Giannini was presented with 
a beautiful pocket watch by Mr. Jenkins 
in behalf of the Leading Producers Club. 
This was the first company convention 
that Mr. Giannini had attended. 


DeVries Speaks Frankly 


Special interest was taken in the ad- 
dress of Vice-president C. L. DeVries, 
who spoke frankly about the course that 
the company has pursued and the suc- 
cess that has been attained. In 1921, he 
recalled, Occidental Life had about 
$160,000,000 in force. The management 
decided at that time that with its finan- 
cial background, it would be possible to 
take advantage of unfavorable economic 
conditions that were existing through a 
greater investment of money than should 
normally be made. The management felt 
that such an investment would produce 
great strides and that in the long run, 
Occidental Life would be far ahead of 
other institutions that did not act ag- 
gressively. 

Mr. DeVries said that from 1931-35 
many companies were not trying to put 
a lot of business on the books and so 
some of them did not make it attractive 
for their agency force to stay in the 
business. 

In vindication of the course that was 
pursued, Mr. DeVries stated, during 
seven years Occidental Life has in- 
creased its insurance in force $242,000,- 
000. That was about $82,000,000 more 
than Occidental put on the books during 
its first 25 years. 


Brings Many Problems 


This rapid growth, he declared, has 
been attended with countless problems 
in the field and in the home office. In 
1931 Occidental was paying for $28,000,- 
000 of business a year whereas in 1937 
it paid for $66,000,000 ordinary and $20,- 
000,000 group. In 1931 Occidental had 
61 agencies with 590 agents under con- 
tract. Today it has 117 agencies and 2,- 
100 agents. The number of home office 





ea, 


Nearly all of the growth has been in the 
past seven years. 

Occidental Life has had to give its 
home office machinery a virtual over. 
hauling to accommodate the increase 
amount of business. Time and patience 
is required for the task. 

Similar problems have been encoup. 
tered in the field, he pointed out. Time 
is required to cause the new personnel 
to conform to the ideas of the manage. 
ment. 


Income Above Average 


Income of Occidental Life agents, he 
declared, has undoubtedly been above 
the average in the last few years. He 
said that the management is eager to 
have an agency organization that is well 
compensated, happy and_ enthusiastic, 
The head office is constantly on the 
alert to improve the working conditions 
of agents. The company’s line of poli- 
cies is second to none, he said. Many 
features are offered to the public that 
can be obtained nowhere else. The com- 
pany is now preparing an agent’s train- 
ing course that will have many unique 
features, he said. The management is 
ambitious to make Occidental a company 
of not less than $1,000,000,000 of insur- 
ance in force. For the first six months 
of 1938 more business was produced 
than for the parallel period last year. 


Rate Book Changes 


A pamphlet was distributed summar- 
izing the rate book changes that become 
effective Nov. 1. 

For instance, on the ordinary life en- 
dowment at age 85 policy there is an 
increase in premium of 64 cents per $1, 
000 of insurance; age 35, the increase is 
59 cents; age 45, 50 cents, age 55, 3 
cents, 

At age 25 on the 20 pay endowment 
at age 85 the increase is 68 cents, age 
35, 80 cents, age 45, 97 cents, age 5, 
$1.27. 

_ For 20 year endowment, age 25, the 
increase is 99 cents, age 35, 98 cents, 
age 45, 95 cents, age 55, 45 cents. 

For the modified whole life form, rates 
at age 25 have been increased 25 cents 
and at age 50, 31 cents. 

Rates on the annual renewable term 
and on the convertible term plan have 
been increased, ranging from 25 to 31 
cents at the younger ages and somewhat 
less after age 45. Rates are unchanged 
on the ten year renewable and converti- 
ble plan and on the mortgage protection 
policy. 

Rates and dividends on the ordinary 
life preferred risk participating policy 
remain unchanged. 

The maturity values of the endow- 
ment life income forms have been 1n- 
creased $110 at maturity age 65; $120 
at maturity age 60; $110 at age 55 and 
$100 at age 50. 

Single premium annuity rates are not 
being increased at this time. 

There has been added to the rate book 
a new plan—five year convertible and 
renewable term. The renewal privilege 
is no longer available in connection with 
the five year convertible term policy. 





OCCIDENTAL NOTES 





Mr. and Mrs. Frank J. Longo, 10 
Angeles, recently married, were honey- 
mooning on the convention trip of Occl- 
dental Life to Vancouver. Mr. Lon8® 
while in the life insurance business 4 
little over two years, earned the ang 
dency of the Los Conquistadores Club 0 
Occidental Life. He also won first vice- 
presidency of the Leading Producers 
Club. ; 

* *k * 


Hoyt M. Leisure, head of the Leisure 
Agency, Los Angeles, won the secon 
vice-presidency of both clubs. 

*x* * ws 
President L. M. Giannini, his _ 4 
family, club officers and wives, were Col. 
guests on a yacht party given by oot 
Victor Spencer, prominent Vanco 





employes has increased from 140 to 331. 


merchant. Luncheon on board the pala- 











_—- 22 2 ot 2S eo oe 





ee, 


lly 


— 
en in the 


Rive its 
Jal over. 
increased 

Patience 


€ncoun- 
it. Time 
ersOnnel 
Manage. 


sents, he 
n above 
ars. He 
eager to 
t is well 
1uSiastic, 
on the 
n ditions 
of poli- 
. Many 
lic that 
he com- 
’s train- 
unique 
ment is 
ompany 
f insur- 
months 
roduced 
year. 


ammar- 
become 


life en- 
> is an 
er $1,- 
‘ease is 
55, 35 


wmient 
ts, age 
ige 55, 


25, the 
cents, 


ection 


linary 
policy 


idow- 
n in- 

$120 
5 and 


e not 


book 
. and 
yilege 
wit 









Be 


f 














September 2, 1938 


LIFE INSURANCE EDITION 


11 








tial yacht Deerleap and a three hour 
cruise Was @ great treat. 
* * 

H. D. Trueblood, editor of the com- 
pany’s house organ “The Occidental Life 
pulse” was manager of the convention. 

* * x* 

Gg. G. Geer, former mayor of Vancouver 
and now a prominent attorney, was 
guest speaker at one of the luncheon 
meetings. Mr. Geer is recognized as one 
of Canada’s best students of history and 
isa great admirer of Abraham Lincoln, 
having written a book on Lincoln’s life. 

He addressed the Occidental Life folks 
on the “International Relations.” 

* * * 

Felix M. Locher, Los Angeles, one of 
the leaders in production, was proud to 
acknowledge being the father of Jon 
Hall, who starred in the recent M. G. M. 
success “Hurricane.” Mr. Locher’s son 
played the lead in the picture. 

* * * 

J. Roy Kruse of Chicago, in charge of 
the middle western district, had an 
accident in Everett, Wash,., enroute to 
the convention. He fell and broke his 
left arm and is confined in Providence 
Hospital, Seattle. 

* * x 

While attending the convention Verner 
Leckie, director of advertising, was noti- 
fied of the death of his father at Los 
Angeles. 


Agency Leaders of 
National Life in 
Biennial Rally 


(CONTINUED FROM PAGE 4) 


is a director of National Life, opened 
the Wednesday program with a talk on 
“Life Insurance in Our National Econ- 
omy.” L. A. Cerf, retired New York 
general agent of Mutual Benefit, gave 
an address, “Let’s Discharge Our Re- 
sponsibility.” 

The concluding feature of the speak- 
ing program was an address by Super- 
intendent of Agencies Brigham. 

President Brigham gave the leaders 
an insight into the investment policy and 
the financial situation of National Life. 
From the standpoint of diversity, in- 
vestments of National Life include all 
classes of securities permitted by law 
except common stocks and railroad 
bonds. He said National Life is indebted 
to its former director, Governor John G. 
McCullough, a director of Erie railroad 
and president of Chicago & Erie, for 
his advice to avoid railroad bonds. This 
advice was given at a time when rail- 
toad bonds were considered of the high- 
est type. 

The bond investment, comprising 36.18 
percent of the assets and aggregating 
nearly $80,000,000, had no item of prin- 
cipal and but one item of interest in 
arrears. That one item was a $25,000 
Investment in the bonds of a munici- 
pality. 


Mortgage Loan Situation 


Mortgage loans of National Life suf- 
fered from the decline in real estate val- 
ues during the depression, Mr. Brigham 
declared. When the legislation for relief 
of farm and home owners was passed in 
1933, National Life cooperated by refi- 
Nancing 2,059 loans aggregating $9,534,- 
383 with a loss of 2.5 percent of book 
value, 

In the readjustment, National Life ac- 
quired a considerable volume of real 
estate. In order to provide for any sub- 
Sequent losses in this investment, the 
company set up a contingency reserve 
of $2,000,000 which so far has not been 








t Mr. Brigham said the finance commit- 
ee decided that the safest outlet for 
unds which combines security and a 
_ ge is the housing loan insured 
N ‘ ¢ FHA. From the spring ef 1935, 
the “yu Life has been active in taking 
je wire in 30 states and the District 
ad Olumbia. As of July 1, National Life 
: vested a total of $26,823,805 in 

195 such loans. 
- bo Bg event of foreclosure, he ob- 
Nati » the worst that can happen is that 
po vora Life receives a government 
eee debenture bearing 3 percent 
ta on loans made prior to February, 
» and 234 percent on subsequent 








Honor President 

















ISAAC MILLER HAMILTON 


The Federal Life of Chicago as usual 
will have a big celebration during Sep- 
tember, that being the birthday month 
of President Isaac Miller Hamilton. 
Mr. Hamilton is the sole survivor of the 
organizers of the American Life Con- 
vention, he having been president. He 
has taken a prominent part in the life 
insurance activities in the central west. 
He was born Sept. 6, 1864, at Ash 
Grove, Ill. He has been president of 
the Federal Life since it was organized 
in 1900. 

Mr. Hamilton went back to Cissna 
Park, IIl., to meet boyhood friends and 
deliver the principal address at the “Old 
Settlers Day” picnic. The “Cissna Park 
News” stated that Mr. Hamilton had 
been born and raised in that vicinity 
and for a time was partner in the 
Young-Hamilton private bank operated 
there and that he represented that dis- 
trict for three consecutive terms in the 
Illinois state senate starting in 1896. 








loans. These debentures can be used to 
pay mortgage loan insurance with the 
FHA at par and accrued interest, which 
should insure the recovery of the prin- 
cipal. 

Mr. Brigham spoke about the history 
of National Life. He said that the prin- 
ciple of mutuality has always been up- 
permost in the minds of the management 
and that the company has voluntarily 
adopted underwriting practices fair to 
the insured which subsequent legislation 
has made mandatory. National Life 
from its very first year of doing busi- 
ness, for instance, adopted the practices 
now considered fair and equitable from 
the standpoint of mutuality. The pro- 
spectus of 1849 promised that if a pol- 
icyholder “desired to leave the company 
after a term of years, he will be paid 
in cash the equitable value of his pol- 
icy.” 

The directors in 1852 fixed a two- 
year term period as the time necessary to 
secure an equitable cash surrender value 
if an insured canceled. Cash values were 
paid in 1852. That means that National 
Life did not wait for compulsory legis- 
lation but paid surrender values from 
its inception and provision for such sur- 
render values has been a part of its 
contract for three-quarters of a century. 

A dividend to policyholders was de- 
clared in 1855 and from that day to this 
the company has not passed a dividend. 


Robert G. Minty Resigns 


SAN FRANCISCO Robert G. 
Minty has resigned as agency director 
in San Francisco for the New England 
Mutual Life. Before joining the com- 
pany in 1935 he was manager of the 
Jefferson Standard Life in northern 
California, previously being a leading 
producer in the San Francisco agency. 








Card Is Arranged For 
National Guardian Roundup 





About 150 are expected to attend the 
agency convention of National Guardian 
Life in Madison, Wis., the home office 
city, Sept. 12-13. 

The main speakers will be E. B. 
Thurman, general agent New England 
Mutual in Chicago; Mark Schwinn, 
Northwestern Mutual, and Harry Stuhl- 
dreher, athletic director of the Univer- 
sity of Wisconsin, who is much inter- 
ested in the life insurance business. 

The convention is to be followed by 
a meeting of the council which consists 
of those who head the larger agencies 
of the company. 


New York Sales Down 


Estimated total sales of life insurance 
in New York City for July were $40,- 
119,000 as against $51,092,000 for July, 
1937, according to figures compiled by 












the Life Insurance Sales Research Bu- 
reau and released through the New 
York City Life Underwriters Associa- 
tion. 


Protective’s Carolina Rally 


Thirty-five agents of the Protective 
Life in North and South Carolina at- 
tended a two-day business session at 
Columbia, S. C.. Speakers included 
President W. J. Rushton, A. C. Well- 
man, vice-president; C. B. Barksdale, 
superintendent, Birmingham, and A. C. 
Heyward, southeastern representative 
for group disability. 


Confer on New Kentucky Code 


FRANKFORT, KY.—Insurance Di- 
rector Goodpaster has announced that 
representatives of his department will 
begin a series of conferences in Sep- 
tember with industrial companies oper- 
ating in this state to discuss a new 
industrial insurance code to be _ sub- 
mitted to the 1940 legislature. 











YOUR PROSPECT’S CHILDREN 


If that unconvinced prospect of yours should 


be lost to his wife and children while he remains 


uninsured, what would be your reaction? 


Some salesmen would hold themselves 


accountable, and because of this concern for 


others they succeed at their vocation. 


The daily efforts of such men are benefitting 


thousands of dependent women and children. 
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Face Amount or Premium Volume? 


The suggestion of Vice-president 
M. P. Cornelius of ConTINENTAL ASSUR- 
ANCE that those in the life insurance busi- 
ness concentrate more upon premium 
income than upon amount of insurance 
sold or insurance in force is rather com- 
pelling. In fire and casualty insurance, 
insurance in force or amount at risk is 
rarely refered to, except occasionally 
by the secretary of some small township 
farmers mutual with a few thousand 
dollars premium income who likes to 
talk perhaps of $2,000,000 or $3,000,000 
insurance in force. Several years ago, 
the entry in the fire insurance annual 
statement blank for amount of insurance 
in force was eliminated. 

Of course, there is much more point 
to speaking of insurance in force in life 
insurance than there is in fire and casu- 
alty, because the amount of life insur- 
ance in force is a measure of what will 
be paid out, whereas in fire and casualty 
insurance it is not. 

Insurance in force and amount of in- 
surance paid for, etc., does have a real 
meaning in life insurance, but it might 
be very well for those in the business 
to think more in terms as well of pre- 
mium income than they are accustomed 


to do. Insurance in force figures are 
not always comparable because in some 
companies annuity business is commuted 
to a certain volume of life insurance, 
whereas in other companies annuity 
business is not taken into account. Some 
companies may have a larger proportion 
of group insurance than others. Such 
companies are some times unfairly criti- 
cised because they show a smaller ratio 
of assets to insurance in force than do 
those that do not have so much group 
insurance on the books. Other varia- 
tions occur that make showings of in- 
surance in force and comparisons on 
that basis somewhat misleading, when 
taken alone. The true story is much 
more likely to be unfolded if premium 
income were kept in mind at the same 
time. 

The public would undoubtedly be 
impressed by premium income figures. 
Such exhibits would emphasize the ex- 
tent to which the public favors life in- 
surance companies as the place to put 
margins of savings for future use. In 
many ways, the total amount paid to 
insurance companies may be regarded as 
a measure of their efficiency and effec- 
tiveness. 


Changing the Exemption Statute 


In Ts 30-page brief submitted to the 
New York joint legislative committee on 
recodification of the insurance law, the NEw 
York STATE ASSOCIATION OF LIFE UNDER- 
WRITERS cogently argues against proposed 
changes in the wording of present sec- 
tions 55a, 55b, and 55c protecting life 
insurance, disability benefits, and annu- 
ity income, respectively, from the claims 
of creditors. The association is undoubt- 
edly correct in stating that “from the 
point of view of the insuring public, not 
a single one of the hundreds of sections 
of the insurance law approaches in im- 
portance the three sections we are now 
discussing.” 

Where to draw the line in exempting 
benefits from actions of creditors is a 
question on which fair-minded people 
may hold widely divergent views. In 
looking after the interests of the in- 
sured’s dependent wife and children, it 
is possible to forget that the creditor 
may also have a wife and children who 
are no less dependent. Sentimentalists 
insist on viewing every creditor as a 
wealthy skinflint exulting in extracting 
the last dollar from his unfortunate 
debtors, but frequently it is the creditor 
who deserves the sympathy. 

Nevertheless, it must be remembered 
that the man who extends credit to an- 


other is taking a risk. He is betting 
not only on the character of the debtor 
but on the probable resources that will 
be available for salvage in the case of 
shipwreck. Insurance payable to a 
named beneficiary should not really be 
regarded an asset of the insured, for 
it is destined to provide an income to 
a beneficiary. The same applies to the 
cash values. They cannot be removed 
for satisfaction of a creditor’s claim with- 
out virtually wrecking the insurance pro- 
gram which the policyholder is relying 
on to provide income for his dependents 
in the case of his death. 

The man who buys life insurance for 
his family stands to get little out of it 
for himself except peace of mind. To 
the conscientious husband and father 
this peace of mind can be extremely im- 
portant. He may be willing to take a 
chance on any kind of concern he does 
business with but he wants his life in- 
surance to be sound beyond question. 
Similarly, he wants to be sure that the 
proceeds will reach their destination as 
he intends. 

As policyholders become conscious 
that it is the distribution of proceeds 
that is after all the most important as- 
pect of life insurance, they become more 
and more concerned that the distribu- 





tion shall be on the proper basis and that 
any contingency that might interfere is 
reduced to a minimum. 

One of these contingencies is the pos- 
sibility of attachment of one’s assets by 
judgment creditors. In New York state 
section 55a takes care of this situation 
and in many other states statutes mod- 
eled on the New York law or copied 


directly from it help bring peace of minj 
to the life insurance policyholder, |; 
seems obvious, therefore, that any 
change in Section 55a should be mace 
with the utmost caution, with a view ty 
consolidating all the gains that haye 
been made without running a risk of 
getting adverse court decisions and jp. 
terpretations. 


Money Makes More Difference 


AT TIMEs like the present it is easy to 
forget the need of having what might be 
called a nose for money. In the instruc- 
tion and supervision of salesmen, much 
attention is rightly given to the force- 
ful presentation of the benefits of life 
insurance. An account of a successful 
interview usually gives the impression 
that victory depended mainly on over- 
coming the prospect’s sales resistance. 
While it may be true that the excep- 
tional whirlwind salesman can sell a 
policy to a man who doesn’t want insur- 
ance, has no need for it, and has no 
surplus income with which to buy it, in 
the vast majority of sales a very large 
contributing factor is some situation en- 
tirely outside the agent’s control. Some- 
times this factor may be a new need, 
such as an impending marriage or baby. 
Possibly it is just an approaching change 
of insurance age, which pushes over a 
surprising number of sales. 

The big factor in times of uncertainty, 
such as those which caused the life 
insurance production slump this year, is 


the prospect’s being well situated finan. 
cially and in a business which is exempt 
from most of the woes which beset so 
many business men. 

The lesson that has been learned from 
1938 to date is that the agents getting 
along best are those who are most suc. 
cessful in finding out who has the money 
and who is in a line of business which 
is prospering. In more normal times 
it is possible to take it for granted that 
the average business or professional man 
is doing all right and has a sufficient 
margin to buy obviously needed insur. 
ance protection. In times like the pres. 
ent, the man who is prosperous enough 
and optimistic enough to make any life 
insurance commitment whatever is the 
exception rather than the rule. Conse- 
quently, a selling program which over- 
looks this salient fact is likely to find 
itself bogged down without any obvious 
reason, whereas the agent who exercises 
unusual skill in nosing out prosperous 
prospects has a wide margin in his 
favor. 








PERSONAL SIDE OF BUSINESS 





J. C. McFarland, Cincinnati manager 
of the Ohio State Life, has just com- 
pleted 200 consecutive weeks of produc- 
tion. 


I. S. P. Hoeffel, 84, district agent of 
the Aetna Life at Green Bay, Wis., in 
life insurance work for 33 years, died 
as the result of injuries sustained in an 
automobile accident. Mrs. Hoeffel also 
died shortly after the same crash. 


Dr. W. R. Ward, medical director of 
the Mutual Benefit Life, is en route with 
his daughter, Miss Carolyn Ward, to 
Oslo, Norway. After visiting some of 
the fjords and going as far north as the 
North Cape, Dr. Ward will go to Oslo 
for a short stay. Miss Ward will re- 
main for some months to study at the 
University of Oslo, while Dr. Ward will 
continue to Berlin. 


H. O. Johnson, assistant secretary of 
the Conservative Life of South Bend, 
Ind., and manager of the monthly pre- 
mium department, died last week. He 


‘was born Oct. 12, 1879, on a farm at 


Teegarden, Ind., a short distance from 
South Bend. In 1910 he became an 
agent of the Prudential at South Bend 
and later became assistant superintend- 
ent. He went with the Conservative 
Life on Nov. 15, 1914, as superintend- 
ent and on Dec. 1 of the same year he 
became manager. Subsequently he was 





appointed inspector and then became 
manager of the monthly premium de- 
partment at the head office. He was 
made supervisor of agencies, although 
he never employed the title. However, 


-he had charge of the agency depatt- 


ment for the last 10 years. 


J. M. McClenaghan celebrated his 14th 
anniversary as Elgin, Ill., agency man- 
ager for the Bankers Life of Iowa with 
a vacation trip into Canada. It was suc: 
cessful, especially from the fishing angle. 
Mr. and Mrs. McClenaghan and son 
landed a total of 24 wall-eyes and three 
northern, the former averaging five 
pounds, and one of the latter weighing 
12 pounds. Scene of the McClenaghan 
fishing exploit was Campbell’s Trading 
Post on Lac la Croix. 


The Hugh Zeigler agency of the Cer- 
tral Life of Iowa at Fort Dodge, Iowa, 
is conducting a David P. Smith contest, 
Aug. 15 to Sept. 14, with a big dinner 
at the close of the contest in honor of 
Mr. Smith’s 30th anniversary with the 
company in Fort Dodge. He retired 
four years ago as general agent but cot 
tinued with the company. 


C. V. Cochran, Kansas City managef 
of the General American Life, has been 
elected president of the alumni 0 
Ottawa University and president of the 
Kansas City chapter of the alumni of 


—<7_ 
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ganization. He has been a trustee of the 
yniversity for several years. While at- 
tending the university 1917-1921, he es- 
tablished an unusual athletic record in 
the Kansas Conference. He made the 
conference all-star teams for: football, 
basketball, track and tennis and topped 
those honors by taking second scholastic 
honors in his class. That won for him 
a scholarship to the University of Kan- 
sas, from which he obtained his M.A. 
degree. 





R. L. Altick, who will soon become 
general agent of the Massachusetts Mu- 
tual Life at Wilkes-Barre, Pa., was the 
guest of honor at a dinner given by his 
associates in the John W. Yates general 
agency in Los Angeles, where he has 
been associate general agent, and other 
friends. He was presented a scroll of 
appreciation signed by all, bound in 
leather, and a wrist watch suitably en- 
graved. The girls in the agency gave 
him a traveling bag. 





John W. Yates, general agent Massa- 
chusetts Mutual Life, Los Angeles, re- 
ceived from General Agent W. T. Shep- 
ard of the Lincoln National Life a 
bronze electric desk clock, with foun- 
tain pen set, mounted on an onyx base, 
the gift of the officers, general agents 
and agents of that company for his ad- 
dress as guest speaker at the Lincoln 
National’s regional meeting at Coronado. 





Col. C. B. Robbins of Chicago, gen- 
eral manager American Life Conven- 
tion, will journey Sept. 27 to Clermont, 
Ia, in the northwestern corner of the 
state, where he will participate in the 
marriage ceremony of his daughter, Ju- 
lia, to Al Allen of Cedar Rapids, head 
of the Allen Motor Company. The cere- 
mony will take place in the family home 
of the late Mrs. Robbins, “Montauk.” 
The Robbinses were married there. The 
young people will go to South America 
on their wedding trip. 





John E. Crowley, 62, office manager 
Mutual Life of New York at La Crosse, 
Wis., died there after a lingering illness. 





John P. McDonald, 30, agency assist- 
ant in the home office of the Northwest- 
ern Mutual Life, was seriously injured 
and his wife was killed when their auto- 
mobile struck a tree in a Milwaukee 
suburb. Mr. McDonald is given an even 
chance to live. He is being kept under 
opiates. 





A. R. Hogg, Confederation Life rep- 
resentative at Tsingtao, China, has been 
awarded the Order of the British Em- 
pire for heroic work in protecting life 
and property during the current Sino- 
Japanese war. 





G. M. Robinson, general agent Na- 
tional Life of Vermont, Detroit, has just 
celebrated his 41st anniversary in life 
insurance, 





W. M. McKercher, Sioux City, Ia., 
has received a 50-year service badge 
from the Northwestern Mutual Life In- 
Surance Co. He is one of seven agents 
who have been with the company 50 
years or more. He began insurance 


work in Sioux City in 1888 and is still 
active, 





Thomas F. Bourke, Chattanooga, vice- 
President Volunteer State Life, who has 
ae confined to his home by illness for 
t veral weeks, is now well on the road 
pe hole and is expected to return 
© his desk early in September. 





Superintendent Pink of New York and 
S. Pink are on a vacation cruise to 


uerto Rico. Th 
Sept. 6, ey expect to return 





he Ozlin, Virginia _ corporation 

canoes ner with supervision over in- 

gency es underwent an emer- 
ich peration for appendicitis in a 
Chmond hospital. 








Medical Director of Old 
Continental Life Is Dead 








DR. C. R. DUDLEY 


Dr. C. R. Dudley, 70, who served as 
vice-president and medical director and 
director of the old Continental Life of 
St. Louis, died at the U. S. Veterans 
Hospital at Jefferson Barracks from 
heart disease. 

Dr. Dudley attended the University of 
Virginia and the Physicians & Surgeons 
College in New York City. He had been 
a practicing physician in St. Louis for 
43 years. When the world war broke 
out he was doing post-graduate work in 
Vienna but returned to this country and 
entered the army with the rank of ma- 
jor. At the conclusion of the war he 
returned to St. Louis and resumed his 
private practice and his life insurance 
work with the Continental Life. Prior 
to his connection with the Continental 
Life he served for a time as medical di- 
rector of the Missouri State Life. 








Williamsburg Projects 
Provide Employe Program 





Adoption of a comprehensive program, 
including disability and accident bene- 
fits, vacations with pay, and insured re- 
tirement income (with Equitable Society) 
for 640 employes of the various Wil- 
liamsburg, Va., restoration organizations 
is announced. John D. Rockefeller is 
the father of these projects. 

Payment of sickness and accident dis- 
ability benefits will be made entirely at 
the expense of the employer with no 
contributions by employes. Workmen’s 
compensation benefits are supplemented 
and under certain conditions non-occu- 
pational sickness and injury benefits will 
be paid. 

The new retirement plan is contribu- 
tory, the companies matching dollar for 
dollar the amounts contributed by each 
employe toward the purchase of an an- 
nuity. In addition, the companies make 
contributions for each employe whose 
earnings are exempt from the federal so- 
cial security act. 


Earley Elected President 


The Chartered Life Underwriters As- 
sociation of the Northwestern Mutual 
Life has elected E. H. Earley, Brook- 
lyn, N. Y., president, succeeding Alder 
H. Smith, Nashville, Tenn. Milton 
Koch, St. Louis, was named vice-presi- 
dent, and James Neis, Madison, Wis. 
was reelected secretary-treasurer. Di- 
rectors are Glenn B. Dorr, Hartford, 
and Harry L. Krueger, New York City, 
for Zone I; G. L. Grimm, Chicago, and 
Russell P. Thierbach, Cleveland, for 
Zone II, and Leonard M. White, San 
Francisco, and Alfred C. Duckett, Los 
Angeles, for Zone III. 
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This full-page magazine advertisement 1s 
adding to the warm welcome Union Cen- 
tral men are receiving these days, when 
they call with the Family-needs Forecast. 


Bridging the gap between 


“MAYBE | OUGHT TO TAKE IT” and 
“TL CAN'T GET ALONG WITHOUT IT!” 


Many a sale is lost because the underwriter succeeds only in 


stirring up a vague, general uneasiness in the prospect’s mind 


—rather than a sharp awareness of his family’s specific and 


vital needs. 


But this difficulty vanishes, with Union Central’s new 


Family-needs Forecast. ‘This potent new method of selling 


not only spot-lights the seven vital needs—it gives the prospect 


a crystal-clear picture of just what would happen, if his present 


insurance had to care for those needs. 


The result is that the prospect sells himself on adding pro- 
tection to fill the gaps. The Forecast has given him, probably 


for the first time, a real understanding of the job he’s got to do 


—has made it possible for him to arrive, by himself, at the 


conclusion that he simply “can’t get along without it!” 


CINCINNATI 


The UNION CENTRAL LIFE Insurance Company 
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NEWS OF THE COMPANIES 





New Officers Are Announced 


T. C. Brownlee Made Board Chair- 
man Northwestern Life & Accident 
of Seattle; Leigh Millikin President 








SEATTLE—New officers have been 
elected by. the Northwestern Life & 
Accident of Seattle. T. C. Brownlee, 
founder of the company in 1925, and its 
president since that date has been made 
chairman of the board. Leigh Millikin 
succeeds him as president. Mr. Millikin 
is also president of the Mutual Union 
Life and the Mutual Union Casualty of 
Seattle. D. K. MacDonald becomes 
vice-president. He has been a member 
of Carter, MacDonald & Co., Seattle 
brokerage firm. Austin Case is the new 





secretary-treasurer. He is associated 
with Mr. MacDonald in the operation of 
the Mutual Union companies. The Mu- 
tual Union Life operates under the mu- 
tual laws of Washington. 

Some weeks ago the Washington de- 
partment made an examination of the 
Northwestern Life & Accident, follow- 
ing which it is understood that Com- 
missioner Sullivan took the position that 
additional money would have to be 
brought into the company. The newly 
elected officers are said to have sup- 
plied it. 

The Northwestern Life & Accident is 
licensed in Washington and California. 
In 1936 it reinsured its life business in 
the Occidental Life since which time it 
has written only accident and health. 
Board Chairman Brownlee contemplates 
making his residence in California. In 





To 


position to 


E. P. Greenwood 
President 





Life Underwriters 


We cordially invite you all to 
Houston for the 49th Annual Con- 
vention of the National Association 
of Life Underwriters. Every Great 
Southerner in attendance will feel 
it his duty and pleasure to render 
any service which we, as a Home 


Office Company, may be in a 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 





401 Louisiana St.—Phone: Preston 3271 


All 


give you. 


Houston, Texas 
Home Office 














addition to the officers, George C. Matt- 
chett, A. A. Ingells and H. W. Davis are 
directors. 

The home offices of the Mutual Union 
Life, Mutual Union Casualty and Mutual 
Union Agency Company in Seattle are 
now located in the home office building, 
East Forty-third street, and Brooklyn 
avenue. The officers recently assumed 
the management of the Northwestern 
Life & Accident and hence additional 
office space was necessary. L. H. Milli- 
kin is president; E. E. Westman, vice- 
president; A. F. Case, secretary; C. A. 
Andrus, treasurer, and Jacob Dobrin, 
sales manager. 





Occidental Life Statement 





Los Angeles Company’s Figures Are 
Given Showing the Results of the 
First Six Months’ Operations 





The Occidental Life of Los Angeles 
as of June 30 shows assets $56,634,428, 
of which $943,344 is cash, $331,804 fed- 
eral securities, $8,737,084 other govern- 
ment securities, $15,129,721 mortgages, 
$4,962,453 policy loans, $4,583,058 pre- 
ferred and common stocks, $2,834,927 
assets acquired from Guaranty Life as 
real estate, and $1,561,828 mortgage 
loans from the Guaranty Life, Western 
Mutual Life Fund $1,853,822, Federal 
Reserve Life fund $5,022,960, Register 
Life fund $3,806,268. The contingent 
reserve for investment fluctuation is 
$1,173,132, capital $1,000,000, assigned 
surplus $229,057, unassigned surplus $1,- 
667,944, insurance in force $414,508,106. 





Bankers Life Payments 


Bankers Life of Iowa policy payments 
the first seven months of 1938 totaled 
$11,746,430, of which amount living pol- 
icy Owners received $6,951,647, or 57 
percent. 





Promotion in Chattanooga 


The Service Insurance Company is 
being promoted in Chattanooga to write 
ordinary, industrial, accident and health 
and casualty insurance. It is chartered 
with an authorized issue of 100,000 
shares of class A “common preference” 
stock and 100,000 shares of “class B 
common stock,” fully voting. Class A 
stock is being sold at $10 per share of 
which $5 is going to capital and $5 to 
surplus, and class B is being sold at 25 
cents, which is the par value. The stock 
is being sold in units of one share of 
each class. 

M. L. C. Smith is the president. He 
has been in the insurance business in 
Chattanooga for 16 years. He was Ham- 
ilton county district agent of Minnesota 
Mutual Life for two years. For several 
years he represented Commercial Casu- 
alty and wrote general insurance. He 
has been in the home office of Inter- 
State Life & Accident of Chattanooga 
for the past five years. 

Offices of Service Insurance Company 
are in the Temple Court building. 

Frank White is chairman of the 
board; T. E. Black, first vice-president; 
C. E. Camp, second vice-president; D. 
L. Lewis, Jr., secretary, and Ben H. 
Testerman, general counsel. 





Manning Aid to Piper 

Bruce H. Manning of Chicago, field 
representative of the Massachusetts 
Protective and affiliated companies, well 
known throughout the central states, 
has been called to the home office of 
those companies as assistant to Charles 
O. Piper, superintendent of claims. 

Mr. Manning has been in insurance 
work in the central west for 25 years. 
After some experience with the Guar- 
anty Life of Davenport and the Bankers 
Accident of Des Moines, he became 
manager of the accident and health de- 
partment of the Continental Life of St. 
Louis in 1922, and in 1927 secured con- 
trol of the Great Northern Casualty at 
Chicago, later taken over by the United 








of that city. Since 1931 he has been 
with the Massachusetts Protective as 
field representative. 





Reliance Mutual Life Report 

Assets of Reliance Mutual Life of 
Chicago as of Dec. 31, 1937, amounted 
to $823,103, the report of an examination 
conducted by the Illinois department dis- 
closes. Policy reserves are $689,427 and 
net surplus is $103,619. Insurance in 
force was $3,807,500. 

The examiners state that the cash po- 
sition appeared to be ample for current 
operating needs and surplus funds are 
being invested in marketable securities, 
Loss settlements have been made 
promptly and compromise claims appear 
to have been adjusted equitably. Gen- 
eral expenses of operation are moderate 
and mortality loss ratios have been fay- 
orable. O. W. Carlson is president of 
the company and his son, H. O. Carlson, 
is assistant secretary. They are the 
principal operating officers. 

eliance Mutual Life was organized 
in 1929 and shortly thereafter it rein- 
sured the business of Covenant Life, an 
assessment company. A tentative lien 
of 25.57 percent was imposed upon the 
policy reserves of Covenant Life. As 
of Dec. 31, 1937, this lien was revised 
to 54.60 percent. This was necessitated 
because of errors and inaccuracies in the 
original policy reserve computation and 
the over valuation of the assets that were 
assumed. 





Protective Life Report 


The convention examination report of 
the Protective Life of Birmingham has 
been made by Alabama, Mississippi, 
North Carolina and Texas showing as- 
sets $10,625,040, surplus $339,525. The 
examiners increased the liens on Lincoln 
Reserve policies and the trust accounts 
of that department to $467,655. 





Management Firm 
Increases Rentals 
by Modernizing 





_ A good example of the valuable sery- 
ice rendered by a property management 
firm is the remodeling of the Hatfield 
building in Chicago by Hooker & Slos- 
son. This two story structure which had 
stores, a theater and apartments on the 
first floor and 13 doctors’ offices and 
four _apartments on the second floor, 
is said to be similar to many in Chi- 
cago’s outlying districts. The property 
was not returning the net income that 
it warranted. When Hooker & Slosson 
assumed management of the building 
only six of the 13 offices were rented 
and the public hall was also vacant. 
Complete service also was_ being 
furnished the doctor and dentist tenants 
at a high cost. Attempts to solicit new 
tenants brought negligible results so the 
situation was reviewed. None of the 
nine apartments in the building had 
ever been vacant and the owner had 
never lost a penny in rent from them. 
The building was close to schools, 
churches and manufacturing plants so it 
was in a strategic situation. 

It was decided to remodel the entire 
second floor into one and two room 
apartments. A competent architect was 
secured and the new apartments were 
carefully laid out. In the new layout 
the former reception room was con- 
verted into rental space. Applications 
for rentals have been received for twice 
as many units as are actually available. 
The remodeling and modernization pro- 
gram has increased the rentable area, 
has decreased the operating cost 40 per- 
cent by eliminating the special service 
rendered dentists and doctors, decreased 
the percentage of vacancy and loss 0 
rents over 40 percent and improved the 
attractiveness of the entire property. 
J. Laurance Barker of Hooker & Slosson 
was in charge of the details. 
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Bogardus Boston Manager 


Union Mutual Shifts Its Albany Head 
to Operate 90-Year Old Agency — 
Colbert Albany Manager 








David E. Sprague, associated with 
the Boston office of Union Mutual Life 
of Maine for many years as a large 
personal producer and the last two 





J. 0. BOGARDUS 


years as manager, has resigned to re- 
turn to personal production. He will 
continue with the agency in the capacity 
of associate manager. 

Union Mutual announces that J. O. 
Bogardus, formerly manager at Albany, 
N. Y., is new Boston manager. Mr. 
Bogardus, who has spent his business 
life in insurance work in Buffalo, New 
York City, and Albany, is well equipped 
to take over the company’s oldest 
agency which has been in continuous 
operation for 90 years. 

Mr. Bogardus has been prominent in 





Appointed Branch Manager 
at Winnipeg Office 














P. V. BOND 


P. V. Bond, whose appointment as 
manager of the Winnipeg branch of the 
Great-West Life has been announced, 
first entered life insurance in 1918. 
After a successful sales experience he 
joined the Great-West Life in 1927, as 
agency supervisor at Winnipeg. He 
was appointed acting manager a year 
ago, following the transfer of C. F. 
Dunfee to a managership in the Toronto 
organization. Mr. Bond has been active 
in the Winnipeg Life Underwriters As- 
sociation, serving as president during 
1935. In the same year, he was awarded 
the degree of CLU. Under Mr. Bond’s 
direction, during the past year, the Win- 
nipeg branch retained its position as 
the leading agency. 








the life underwriters association, being 
elected secretary of the Albany unit last 


ne. 
Frank J. Colbert is new manager in 


Albany. 
Following graduation from college, 
Mr. Colbert entered the mercantile 


business and eventually became head of 
a large department store. In 1932 he 
left this position to enter the life insur- 
ance business in which he _ forged 
rapidly ahead. Well known as a public 
speaker, he appears frequently before 
the various service clubs in and around 
Albany. 


Two Agencies Are Combined 


Buffalo and Rochester Organizations 
of the Provident Mutual Life Put 
Under Management of J. S. Scott. 


The Provident Mutual is merging its 
Buffalo and Rochester agencies under 
the single management of J. Stinson 
Scott, present general agent at Roches- 
ter. The enlarged unit will be known 
as the “Western New York Agency.” 
Offices will be maintained in both cities. 

Mr. Scott is well known in life in- 
surance circles of both cities having 














J. STINSON SCOTT 


entered the business in Buffalo as an 
agent for his father, W. M. Scott, who 
was general agent at that time. A 
graduate of Perinsylvania’s Wharton 
School and of the Carnegie School of 
Salesmanship, he exhibited great talent 
in writing life insurance advertising 
copy, and was called to the home office 
in 1926 to prepare booklets and leaflets. 

In 1929 he was promoted to agency 
assistant and two years later he became 
general agent in Rochester, where he 
has been very active. He is chairman 
of the program committee of the 
Rochester Life Underwriters Associa- 
tion, secretary of the Life . Insurance 
Trust Council, a member of the gen- 
eral committee of the state association, 
and a former president of the Rochester, 
Life Managers Association. 





Pacific Mutual Appoints 
L. A. Perkins in Seattle 


Lloyd A. Perkins has been appointed 
Washington general agent for Pacific 
Mutual Life in the Skinner building, 
Seattle. He has been identified with 
life insurance 17 years and has served 
as president of the Seattle Life Under- 
writers Association. He went to Seattle 
in 1921 as field assistant for Travelers, 
later becoming assistant manager. He 
served as vice-president and secretary of 
the Seattle Life Managers Association 
and has held office in the Seattle Acci- 
dent & Health Managers Club. 

In 1925 he was transferred by Trav- 
elers to Tacoma to head its new branch 
there, but returned to Seattle in 1927 as 
assistant manager. He is now president 
of the Kiwanis Club of Seattle. 

Dwight Mead, who. has been long 
identified with Pacific Mutual in Seattle 
and is one of its outstanding accident 
and health producers, continues his affil- 
iations, operating as the Dwight Mead 








agency, with offices in the Skinner build- 
ing. David G. Hoefflin, formerly of the 
home office, becomes cashier of the Se- 
attle agency. 


Stoddard to South Bend Post 


W. W. Stoddard, who has been with 
the Indianapolis agency of the Massa- 
chusetts Mutual Life since 1927, has 
been named general agent in South 
Bend, Ind. Mr. Stoddard has for more 
than six years maintained a consecutive 
weekly production record. He succeeds 
E. A. Schafer, who has been in charge 
there since 1905. Fort Wayne and sur- 





rounding territory have been includgd:in,, 
the South Bend agency’s field, having. 
previously been part of the Indianapolis 
agency territory. 


Steele with Childs & Wood , 


Richard W. Steele has been named 
life manager of the Childs &* Wood 
agency in Chicago. Mr. Steele entered 
life insurance in 1921 in Chicago’ with 
the National Life of Vermont. He .then 
became supervisor with the John Han- 
cock Mutual Life, later returning to the 
National Life. For the last,two years 
he has been with the Caperton agency 





ma 
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TALKS ON CLINICS 


“In our Agency we have just completed our version of the Practice 
Clinic, and everyone who participated feels that it has been the 
most worthwhile effort we have thus far engaged in. Here is the 
way we look at your two questions*: 


1. We have four men in our first Clinic. We believe this number 
is about right. Our second Clinic will be of the same size. 
We divided the Agency into groups of four each. We tried 
to select’ men more or less congenial from the standpoint of 
interests. We invited the four who seemed to need assistance 
most to participate in the first Clinic. The production of this 
group has improved over 200%. 


2. It does not seem necessary to do much selling if the men have 
personal confidence in the Clinic leader. Our problem has 


been who comes first. 


3. We felt that thirteen weeks or three months was long enough. 
We still believe this to be about right.” 
L. D. FOWLER 
General Agent 
Connecticut General Life Ins. Co. 
Cincinnati, Ohio. 








The D. L. B. Agent’s Service is the text for 
Clinics. Outlines for Clinics are furnished free 
to General Agent and Manager subscribers to 
this Service. If you want to start a Clinic in your 
Agency, write for the set-up or use the coupon. 








*1. What criterion did you use in selecting the men in your Agency as 

members of your Clinical groups? Was the standard one of “produc- 
tion”, “length of time in business”, “age”, “congeniality” ; or was it 
necessary only to select the men who are still open-minded, teachable 
and cooperative, leaving out of consideration the other factors? 


2. As a General Agent or Manager, how did you sell the Practice 
Clinic idea to your Agency members? 


ABNER TuHorpP, Jr., Managing Editor, 


THE DIAMOND LIFE BULLETINS, 


420 East Fourth Street, 
Cincinnati, Ohio. 


I would like to know something more about Practice Clinics. 
OD Send me a set of the five booklets by Abner Thorp, Jr., on Agency 


Clinics. 


CJ Send samples of the 16 Clinical Outlines published to date. I under- 
stand that you are publishing four Outlines a month. 


(C0 Send me a set of the D. L. B. Agent’s Service for inspection. I un- 
derstand that your Outlines are hooked up with this service as a text. 
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of the State Mutual Life in Chicago. 
Mr. Steele is a C. L. U. and has been 
a consistent producer of a good volume 
of high grade business. He succeeds M. 
G. Tuttle. who becomes southern Flor- 
ida manager for the John Hancock Mu- 
tual Life. Childs & Wood is general 
agent for the Travelers. 


Minnesota Mutual Shift 

The Minnesota Mutual Life is con- 
solidating southern Kansas into one 
agency with headquarters at Wichita. 
J. J. Brazii,-general agent, who founded 
the company’s agency at Pittsburg, Kan. 
will be in charge. His office is in the 
Beacon building. 

Before joining the Minnesota Mutual 
Mr. Brazil was for a number of years 
with the Mutual Life of New York. He 
was one of the organizers of the Pitts- 
burg Life Underwriters Association and 
its vice-president the first year. He is 
past president of the association and 
until going to Wichita was chairman of 
the board. 


Harding with John Hancock 


George W. Harding, six years with 
the Somerville agency of the Penn Mu- 
tual Life, has been named supervisor of 
the John Hancock Mutual Life’s Kan- 
sas City agency. C. F. Schuster is gen- 
eral agent of the John Hancock Mu- 





tual. Mr. Harding formerly was man- 
ager for the Union Central Life there 
and is a former president of the Daven- 
port, Ia., life underwriters association. 


H. S. Manthe Goes to Albany 
as Mutual of N. Y. Manager 


NEW YORK—tThe Mutual Life of 
New York has appointed H. S. Manthe 
as manager in Albany, N. Y., succeed- 
ing J. F. Huffman, who died Aug. 4. 

Entering the Mutual Life home office 
in 1917, Mr. Manthe shortly became an 
agent in New York City. He was trans- 
ferred to Newark in 1926 and later be- 
came agency organizer. As a result of 
his record there he was made manager 
at Springfield, Mass., in 1933, where he 
has been for the last five years. 

E. L. Stanley, agency organizer at 
Pittsburgh, will succeed Mr. Manthe at 
Springfield. He was an agency leader 
for the Mutual Life in Pittsburgh before 
becoming agency organizer and during 
that time achieved a record as an out- 
standing producer and a production club 
member. 


Higley General Agent at Rolla 
Leo W. Higley has been appointed 

general agent in charge of eight coun- 

ties in Missouri with headquarters at 























é than one. 


If you are in- 
terested in de- 
tails of our 
plan, consult 
A. B. Olson, 
agency vice- 
president. 





In the workings of our carefully charted agency 
plan, three divisional Agency Directors are in con- 
stant contact with General Agents and their men. 


In order to minimize mistakes in selection of new 
material, the newcomer is contacted, ir almost 
every instance, by the divisional Agency Director 
before his contract is completed. Thus, the new- 
comer is subjected to the ‘‘dual judgment”’ of Gen- 
eral Agent and Home Office representative. 

The reasons for this so-called “‘divided responsi- 
bility” are three-fold: 


First, the judgment of two men should be better 


Second, the General Agent, operating under this 
plan, exercises more care in his initial selection. 


Third, since our plan of operation calls for expendi- 
tures of much time, money, and effort on the new 
recruit, it is essential the minimum of error in se- 
lection be attained. 


Our General Agents like this type of cooperation. 


GUARANTEE MUTUAL LIFE COMPANY 


OMAHA, NEBRASKA 


ORGANIZED 1901 


Licensed in Twenty-one States 





























Rolla for the American Mutual Life of 
Des Moines. He has resided in Rolla 
practically all his life and for the past 
20 years has been engaged in the life 
insurance business with the Ameri- 
can Reserve Life. He has always been 
rated as a large personal producer with 
an average annual production of $250,- 
000 of volume. 


Houle Takes Up New Work 


A. R. Houle has taken over his new 
duties as St. Paul general agent of the 
Massachusetts Mutual Life. He suc- 
ceeds W. M. Becker, Jr., who has joined 
the St. Paui agency of the New England 
Mutual Life. 


Woods Assistant to Yates 


R. L. Woods, for the past three years 
assistant manager of the northern Cali- 
fornia agency of the Massachusetts Mu- 
tual Life in San Francisco under F. J. 
Van Stralen, manager, has been named 
assistant general agent in California 
under John W. Yates in Los Angeles. 
He was with Mr. Yates in the Los An- 
geles office before going to San Fran- 
cisco. He is succeeded in San Francisco 
by Harold Dunn, who recently joined the 
Yates agency in Los Angeles. Mr. 
Dunn was previously with the Connecti- 
cut Mutual for a number of years, at the 
home office and later in Los Angeles. 


Northern Life Appoints Sparkes 

The Northern Life of London, Ont., 
has appointed E. L. Sparkes general 
agent in Lansing, Mich. The company 
is following an expansion program in 
Michigan and the appointment of Mr. 
Sparkes marks its entry into Lansing. 
Mr. Sparks demonstrated his sales 
ability with the Sun Life, qualifying for 
the convention at Jasper Park in 1937. 
His new work will be to develop the 
Lansing area. 


Jolly Moves Headquarters 


Headquarters of the Prudential ordi- 
nary agency for Oklahoma and western 
Arkansas, have been removed to Okla- 
homa City, with C. D. Jolly in charge. 
Branch offices will be maintained in 
Tulsa and Muskogee, Okla. For sev- 
eral years Mr. Jolly was with the com- 
pany in Colorado and later in Muskogee. 


Fidelity Mutual in St. Louis 


A. M. Tebbetts has been appointed 
manager in St. Louis by the Fidelity 
Mutual Life with offices in the Boat- 
men’s Bank building. He is a native of 
St. Louis and received his education in 
the local schools and at Washington 
University. 

He has spent his entire business life 
in sales and sales management work— 
first with the Kelvinator Company, with 
which he was connected for seven years, 
and then for over ten years with the 
Massachusetts Mutual Life. In Decem- 
ber, 1937, he went with the W. H. Van 
Sickles agency of the State Mutual Life 
in St. Louis, which post he now leaves. 


Price Is Akron Supervisor 


F. W. Durkee, New Bankers National 
Life general agent in Akron, O., has ap- 
pointed Leonard Price, formerly of the 
New England Mutual in Youngstown, 
O., as supervisor. Mr. Price will de- 
vote considerable time to personal pro- 
duction and will assist in supervision and 
agency building. He is a graduate of 
Kenyon college. 


Good Record in Arkansas 


Newton B. Weese of Little Rock, 
Ark., general agent for the Lincoln Na- 
tional Life, led the entire agency force in 
personal paid productions for July. An- 
other member of the Arkansas agency, 
Mrs. Mattie Jane Whaley, ranked No. 
11 for July. The agency is fourth 
among all the agencies. 


The Volunteer State Life has appointed 
three new district managers, L. G. Cook, 
A. M. Newsom and Roy L. Robinson, at 
Louisburg, Littleton and Lenoir, N. C. 











NEw YORK 


N. Y. Not Up to Expectations 


Business in New York has not come 
‘back the way it was hoped when the 
stock market began to show signs of 
life earlier this summer, although the 
situation is not so bad as it was some 
months ‘ago. Sources of life insurance 
business are pretty well scattered. Ip- 
dividuals in the garment business are 
currently accounting for more life insur. 
ance production than any other one 
group. 

Agents and brokers seem to be tak- 
ing unusual cognizance of relative dif- 
ferences in underwriting liberality 
among the various companies. It has 
also been observed that the agencies of 
companies which are a shade more lib- 
eral than the others are making the bet- 
ter showings. 


New Book Is Out 


Harper & Bros., 49 East 33rd street, 
New York City, have published a new 
book called “The Art of Persuading 
People” by James A. Worsham, who 
has had a varied business career and has 
had an opportunity to develop sales 
qualities. He is in wide demand as a lec- 
turer and writer. He is an advertising 
and sales consultant and is author of 
another book, “Low Pressure Selling.” 
The new book gives specific advice and 
inspiration to men and women in all 
walks of life on how to be persuasive. 
It analyzes persuasion as a fundamental 
attribute to success and shows how this 
quality can be developed and used ef- 
fectively to secure the better things of 
life. Those in business will find this 
book is practical in its advice, helping 
them to be more successful whether they 
are selling services or products. It sells 
for $2. 


Eubank on Navy Duty 


G. A. Eubank, manager Prudential, 
New York City, sailed this week from 
Brooklyn Navy Yard on the U. S. S. 
“Dunlap,” one of the navy’s newest de- 
stroyers. Mr. Eubank, who holds the 
rank of lieutenant-commander in the 
Naval Reserve, will act as disbursing 
officer for the “Dunlap” and for another 
destroyer which will also make the trip, 
which will end at San Diego, Cal., and 
take between two and three weeks. The 
destroyers will stop at Norfolk and 
Cuba, and will go through the Panama 
Canal. Mr. Eubank will be in active 
service with the navy after reaching the 
west coast and will be away altogether 
about a month. He is the only reserve 
officer aboard the “Dunlap.” 


Hughes to Be at Houston 


The New York City Life Underwrit- 
ers Association will send its managing 
secretary, J. M. Hughes, to Houston 
for the annual convention of the Na- 
tional Association of Life Underwriters, 
as President L. A. Cerf, Jr., will be un- 
able to attend. 





Behrens Agency Organizer 
William Behrens, Jr., has been ap- 
pointed agency organizer of the P. D. 
Cunningham agency of the Mutual Life 
in New York City. He succeeds S. A. 
Boyd, who resigned to go into personal 


production. Mr. Behrens entered life 
insurance as a stenographer and illustra- 
tion clerk in the Cunningham agency, 
becoming supervising assistant, after an 
interval of two years as life manager of 
a general brokerage office. He returned 
as a soliciting agent. He has qualified 
for the Mutual’s Field Club. 


Attorney Bullitt’s Address 


Attorney William Marshall Bullitt of 
Louisville will address the International 
Claim Association annual meeting on 
“Dividend Distribution as Affected by 
Disability Claims, and Explanations to 
Policyholders.” 
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Republic National’s Meeting 





Annual Agency Convention Brought 
Out Some of the Objectives at Which 
the Company Is Aiming 





DALLAS—The annual agency con- 
vention of the Republic National Life 
was held here with agents present from 
Nebraska, Oklahoma, Missouri, Arkan- 
sas and Texas. It has applied for a license 
in Missouri and will begin writing there 
shortly. T. P. Beasley, the president, 
presided over the business sessions. 
The quota set at the annual meeting 
last fall was $50,000,000 of insurance in 
force for 1940, and $100,000,000 by 1942. 
At that time it had a little more than 
$11,000,000 in force and now that figure 
has more than doubled. Some of this, 
however, has been purchased from 
other companies but the agency force, 
the president added, has done more than 
its share in increasing the figure. For 
the next 12 months President Beasley 
set a quota of $10,000,000. He said 
that additional business would be pur- 
chased whenever possible where other 
companies were for sale. President 
Beasley said that the assets are now 
$3,250,000, gain $1,250,000. The capital 
and surplus now total $300,000, gain 
$125,000. 


Talks Made at Convention 


T. M. Mott, who recently became sec- 
retary and actuary, told the agents that 
the Republic National has a very mod- 
ern and complete line of policies. He 
said that the point has been reached 
where there is close coordination be- 
tween production, conservation and 
financial stability. W. O. Childress was 
announced as manager of the conserva- 
tion department. He has been con- 
nected with Texas companies for more 
than 10 years. H. O. Hutson, former 
president of the American Annuity Life, 
which was taken over by the Republic 
National, made a talk stating that he 
had moved to Texas to become asso- 
ciated with O. R. McAtee, the agency 
vice-president. Mr. Hutson has resided 
at Omaha. T. H. Galbraith, assistant 
actuary, O. L. Burger, vice-president in 
charge of investments, General Counsel 
G. E. Hasting and Dr. Donald Kilgore, 
medical director, gave talks. At the 
luncheon the speaker was Nathan 
Adams, president of the First National 
Bank of Dallas. 


September Beasley Month 


Mr. Adams said that in the banking 
field officials look on a life insurance 
policy as the best security obtainable. 
On many loans life insurance is de- 
manded by banks, he said. It is one of 
the most important assets of business 
life, he added. 

Director of Agencies McAtee had 
charge of the sessions devoted to agency 
work. He was. assisted by Supervisors 
Henry Camp Harris, Frank Voight, G 
O. Johnson and W. G. Proctor. Mr. 
McAtee said that agents must chart the 
needs of prospects. They must find 
what are the chief interests of the man 
they are approaching. A number of 
agents took part in the discussions. 

At the final session Mr. Harris paid 
tribute to President Beasley and the out- 
come was that September was set aside 
for production in his honor. There was 
$750,000 pledged at the convention for 
the month. Awards for special produc- 
tion were given to W. L. McNeil, Abi- 
lene, Tex.; W. B. Shotts of Tyler, Tex., 
and M. D. McWhorter of Jacksonville, 
Tex. Mr. Hutson and H. R. Williams 
of Marshall, Mo., have been added to 
the directors. 





Hold Tri-Agency Meeting 

A tri-agency meeting of the Washing- 
ton National was held at Fort Dodge, 
la., under the direction of H. E. Nevo- 
nen, Fort Dodge general agent. 





hnute Mutual’s Convention 


Number of Head Office People Joined 
the Members of the William Mont- 
gomery Quality Club 








MACKINAC ISLAND, MICH.— 
Honor agents, managers and home 
office officials of the Acacia Mutual 
Life, which held a series of meetings 
here, completed plans to honor Presi- 
dent William Montgomery on his 45th 
anniversary as an officer of the com- 
pany and its directing head. In 
appreciation of his services and as a 
tribute to him, the field force pledged 
themselves to the attainment of $400,- 
000,000 life insurance in force by the 
end of the year. 

Representatives of Acacia qualified 
for attendance through the production 
of “quality” business, and are members 
of the William Montgomery Quality 
Club, honor organization. 


Meetings Held 


At a special managers’ meeting, 
President Montgomery, L. K. Crippen, 
vice-president and actuary, and F. B. 
Runyon, superintendent of agencies, 
were the principal speakers. At the 
agents’ meeting E. J. Warshell of Chi- 
cago, president of the William Mont- 
gomery Quality Club for 1938, wel- 
comed the representatives. 

Another high spot was the announce- 
ment of Acacia’s retirement plans for 
agents and branch managers. Other 
home office representatives in attend- 
ance are S. E. Mooers, secretary; E. M. 
Thore, assistant counsel; K. H. Mathus, 
advertising manager; T. D. Cochran, 
manager recruiting and training depart- 
ment; B. M. Langhenry, agency secre- 
tary; A. R. Mead, chief supervisor; P. 
B. Dunbar, A. J. Starner and H. W. 
Storck, agency supervisors. 





R. W. Campbell Is New Head 
of Fidelity Leaders Club 


In advance of its convention at Ashe- 
ville, N. C., Fidelity Mutual announces 
the new officers of its Leaders Club 
which will be installed Sept. 7 as a high 
spot in the convention proceedings: 

President, R.*W. Campbell, Altoona, 
Pa.; vice-president, J. E. FitzGerald, 
San Francisco; second vice-president, H. 
N. Lyon, San Francisco; secretary, P. J. 
Grogan, Johnstown, Pa.; treasurer, Sid- 
ney Rice, Indianapolis. 

Mr. Campbell entered the business 11 
years ago following his graduation from 
Purdue. About 6% years ago he became 
manager in Altoona and has consistently 
been in the front ranks in production. 
In 1934 he won the President’s trophy. 
In 1935 he was a director of the Leaders 
Club, becoming vice-president in 1936 
and director again in 1937. 

Directors of the club include: T. M. 
Green, Baltimore; L. C. Burwell, Jr., 
Charlotte, N. C.; M. E. Watson, Boston; 
F. L. Bettger, Philadelphia; Karl Col- 
lings, Philadelphia; J. H. Brennan, Chi- 
cago; Kratz, Baltimore; F. A. 
Eades, Roanoke, Va.; C. K. Gordy, New 
Haven, Conn.; D. F. Denton, Topeka. 








Alliance Leaders to Naples, Fla. 


The annual outing for members of the 
Presidents Club of Alliance Life of Pe- 
oria, Ill., instead of being held in the 
summer at a northern resort, will be 
held early in January at Naples, Fla. L. 
D. Kern, secretary of Alliance, made 
the recommendation after a recent visit 
to this resort. It may be that the club 
season hereafter will be extended to 18 
months, from one year, with outings at 
alternate northern and southern loca- 
tions. 

The new Presidents Club embraces 
One member more than last year. Mem- 





bers are: E. W. Nuechterlein, C. A. 
Nolte and J. B. Dexter of Michigan; 
Eli Goldberg, Texas; Charles Reinecke, 
F. W. Johnson, F. L. Noel, C. N. Con- 
nors, Ray Kaspar, H. L. Regan, R. H. 
Weaver, H. E. Poff and E. W. Gitz, 
Illinois; C. D. Grant, Oklahoma; J. L. 
Drahos, Iowa; George H. Lyon, Kansas, 
and B. W. Boyd, Ohio. 





Plan Pacific Mutual Meeting 


General Agents J. M. Gantz of Cin- 
cinnati, F. L. Sveska of Omaha and C. 
C. Day of Oklahoma City have been at 
the home office of the Pacific Mutual 
Life completing arrangements for the 
convention of the General Agents Asso- 
ciation of the company at Houston, Tex., 
just before the meeting there of the 
National Association of Life Under- 
writers. 


Ohio State Meet in January 


The annual agency meeting of the 
Ohio State Life will be held in Colum- 
bus the last three days of January. 





Lutheran Mutual Convention 


A three-day convention of agents of 
the Lutheran Mutual Life was held at 
Waterloo, Iowa, with about 150 in at- 
tendance. 








President J. E. Hegg. Others on the 
program were F. P. Hagemann, O. 
Hardwig, C. H. Greening, Walter G. 
Voecks, F. C. Eckstein, J. H. Duis and 
F, W. Studier. 





Des Moines Agency’s Meeting 
The Des Moines branch of the Mu- 
tual Life of New York held a three-day 
meeting at Clear Lake, Ia. Thomas B. 
Read, branch manager, was in charge. 


Great-West Illinois Meet 


Illinois agents of Great-West Life will 
gather Aug. 30-Sept. 1 at Delavan Lake, 
Wis., for an educational outing. There 
will be about 30 men from the E. M. 
Schwemm agency in Chicago and its 
Decatur office and from the southern 
Illinois branch in Belleville. D. R. Fer- 
guson, inspector of field service, will be 
on hand from the home office. 








The annual convention of the produc- 
tion clubs of the Equitable Life of Can- 
ada was held at Honey Harbor and in- 
cluded acruise through the 30,000 islands 
in Georgian Bay. 





Representatives of the Great Northern 
Life in the Brace M. Stahl agency of the 
Great Northern Life at Madison, Wis., 
and their families were guests of the 
agency at the annual outing at Lake 
Wisconsin Country club, near Sauk City, 


The opening address was by: Wis. 
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Today as Then... 


A noteworthy event is being celebrated this year—the 200th 
anniversary of the arrival upon the shores of the Red River 
of the North of la Verendrye, the first white man to set foot 


in Western Canada. 


In this new land the Great-West Life Assurance Company 


was founded. 


In the short period of 46 years, it has grown 


to one of the foremost companies on the North American 


Continent. 


All the factors which have made possible such a record— 
sound investments, careful management, alertness to life insur- 
ance needs, and an able field force,—characterize the Company 
today, to an even greater degree than ever before. 
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THE 


HEAD OFFICE - 
Assets - - - - 


Insurance in Force’ - 


GREAT-WEST LIFE ASSURANCE COMPANY 


WINNIPEG, CANADA 


$156,805,466 
$589,511,167 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 








Los Angeles Population 1950—2,500,000 
W. M. GARLAND and CO. 
117 West 9th Street 














APPRAISALS go 
SALES ncomparable 
FINANCING — 
INSURANCE Yours thtisdling 
PROPERTY MANAGEMENT 


LOS ANGELES, CALIFORNIA 





ILLINOIS IOWA (Cont.) 

HOOKER & SLOSSON|| HARRY G. WALLACE 
Specialists in & CO., Inc. 

APPRAISALS, MANAGEMENT, pa Aig 


LEASING, and SALES of CENTRAL 
and OUTLYING REAL ESTATE 


140 SO. DEARBORN ST. 
CHICAGO - RANDOLPH 4022 


Specializing in: 
CITY AND FARM MANAGEMENT 
AND SALES 





Flynn Bldg. Des Moines, Iowa 





MINNESOTA (Cont) 

















Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 








Member Institute of Real Estate 
Management 


Orr Rr 
PARKER-HOLSMAN 


TOS ET 
1e] M Ld A N 
MICELLE TOTALLY PLETELY 
"REALTORS 


LUT HTH 





MANAGEMENT & SALES 


1501 EAST 57TH STREET 
HYDe Park 2525 CHICAGO 


KANSAS 











R. G. HAMILTON & CO. 


(Established 1922) 
111 Sutter Street 
San Francisco 


PROPERTY MANAGEMENT 
INSURANCE 


Oakland Office — Latham Square Bldg. 








SPECIALISTS in Management 
Selling, Leasing of Chicago In- 
come Producing Properties 


L. J. SHERIDAN & CO. 


One North La Salle Street, Chicago 
TELEPHONE FRANKLIN 7855 


Exclusive Agents for One La Salle 

Street Building; Builders Bldg.; 

33 South Wabash Ave. Building 
and other properties 


R. K. STILES & CO. 


Property Management 


Appraisals 
e 


903 N. Seventh St. Kansas City, Kan. 





THORPE BROS.., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 











DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 




















COLDWELL 
CORNWALL and BANKER 


Property Management 
General Real Estate 








WIRTZ, HAYNIE & EHRAT, Inc. 


Real Estate Management 





MICHIGAN 
SALES 
APPRAISALS 
FINANCING 
MANAGEMENT 
T. F. MARIOS ’ 
WWII co 


50 years of Faithful Service 


Majestic Bldg., Detroit 
F. Earl Johnston J. C. Johnston 


























PROPERTY MANAGERS 


Real Estate Appraisers 



































MISSOURI | 
E. F. PIERSON & CO. 


Realtors 


MANAGEMENT 
APPRAISALS 








SALES 


Commerce Bldg. Kansas City, Mo. 


E. F. PIERSON, M. A. IL. 








M. H. RODEMYER & CO. 


109 N. 8th St., St. Louis, Mo. 























" LOANS — SALES ial SADT 
_ and Appraisals INSURANCE COMPANY . 
A STATE WIDE SERVICE 3180 Sheridan Road Wellington 3000 CORRESPONDENTS Property Management 
523—W. 6th St. Financial Bldg. 57 Sutter St. CHICAGO Mortgage Loans 
Los Angeles Oakland San Francisco H. CG. WOODRUFF, INC. Pig mata 
1812 Union Guardian Building 
Detroit 
COLORADO INDIANA 
NEBRASKA 
Morison § Morrison PROPERTY MANAGEMENT GRAND RAPIDS MICHIGAN 
eonesiehannines APPRAISALS —— CITY REALTY COMPANY 
REAL ESTATE Sales - Leases PROPERTY MANAGEMENT LINCOLN 
MANAGEMENT Insurance - Mortgage Loans bait" a A 
SALES APPRAI ; ; i salient 3 
eleneiasld W. A. Brennan Agency Corporation Member of the American, Institut Specialising in 
Member—Institute Management 428 Illinois Bldg. Riley 2315 i E BLANDFORD Property Management and E 
DENVER, COLO. INDIANAPOLIS 108 Federal Square Building sana 
National Bank of Commerce 
Phone B5135 
DIST. OF COLUMBIA IOWA MINNESOTA 
C,H. HILLEGEIST CO MEL FOSTER CO. sal ai taee ‘ead | Ll 
1621 a mary Vv. NAT'L fab Appraisals REAL ESTATE SERVICE L. F. FARRE 
Washington, D. C. Mortgage Loans - Property Property Management Appraisals APPRAISER 
Desteass 4nd mitt Siatunte Management Real Estate Sales ; Mortgage Loans 
Sales — Leases—Property Management With Offices in weamere phe sa gag mnie Property Management | 
Mortgage Loans — Appraisals Moline, Iil. Davenport, Ia. : Insurance Loa ls 
Building and Developing Mol. 1403 : : sana eee SEEM olay EMENT ; us d 
Serving District Columbia and — A i 
tn le Mantae! and Virginia ee Baker Building, Minneapolis 524 Sharp Bldg. Lincoln, Neb. 
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© The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


NEBRASKA (Cont.) 


NEW YORK (Cont.) 


OHIO (Cont.) 


1 
PENNA. (Cont.) 





In Omaha 
BYRON REED COMPANY, Inc. 


Appraisals Sales 


Property Management 


Largest and Oldest Organization— 
82 Years 


FARNAM BUILDING 





In 
ROCHESTER, NEW YORK 


for 
PROPERTY MANAGEMENT 


WILLIAM H. GORSLINE 
119 Main Street East 
A COMPLETE SERVICE 
properly staffed 
Member—Institute Management 











HOWARD P, STALLMAN & CO, 


Property Management 
Sales 
Leases 


50 EAST BROAD ST. 
COLUMBUS, OHIO 








PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 
1424 Walnut Street, Philadelphia, Pa. 
645 Market St., Camden, N. J. 

J. W. MARKEIM, Member — AMERI 
INSTITUTE OF REAL ESTATE 
APPRA 


ISERS 
AMERICAN INSTITUTE OF PROPERTY 
MANAGEMENT 





NEW JERSEY 








\T 


lo. 











SEELY CADE, Inc. 


26 Journal Square, Jersey City 


REAL ESTATE 
Management Appraisals 


Member—Institute of Management 








G. H. KECK & SON 


REAL ESTATE 


Management Mortgages 
Brokerage Appraisals 
Suite (81-82) Parker Bldg. 
Schenectady, N. Y. 














GORMAN & PETERS, Inc. 


30 So. Ludlow St. 
Dayton, O. 
Property Management and Sales 


E. J. Barney Gorman Roy H. Peters 








NEWARK, N. J. 
PROPERTY MANAGEMENT 
Appraisals — _ Sales 
HARRY J. STEVENS 
478 Central Ave., Newark, N, J. 


Member 


American Institute of Real Estate Managers 
American Institute of Real Estate Appraisers 











NEW YORK 





De L. PALMER, INC. 


DeLancey Palmer, Pres. 


REALTORS 
111 State Street Telephone 4-0181 
Albany, N. Y. 

REAL ESTATE 
Appraisals Brokerage 
Property Management 
Established over 50 Years 














RONEY 


REALTY COMPANY 
REALTORS 
Herald Building, 332 So. Warren Street 
SYRACUSE, N. Y. 


Management Appraisals 
Sales Rentals 











ASBURY REALTY COMPANY 


506 First Nat'l Bank Bldg. 
Hamilton, O. 
8 
We Specialize in Property 
Management 








OHIO 


WILLIAM |. MIRKIL CO. 


1500 Walnut Street 
Philadelphia 


Management—A ppraisals—Sales 


William I. Mirkil—M. A. I. & C. P. M. 
Samuel T. Hall—M. A. I. & C. P. M. 











COMMONWEALTH 
REAL ESTATE CO. 


Modern 
Management—Appraisals 
Sales 


312 Fourth Ave. Pittsburgh, Pa. 











TEXAS 























DEXTER P. RUMSEY & CO., Inc. 


53 Court Street 
Buffalo, N. Y. 


Complete real estate and insurance 
service, including sales, rentals and 
leasing (residential and commercial) ; 
property management, appraising, mort- 
gages, etc. 


E. K. SHEFFIELD, M.A. 


Akron, Ohio 


Realtor 
Property Management 
Appraisals 
Leasing 


Sales 
651 First Central Tower Jefferson 2131 








IN TOLEDO 
It’s 


The Etchen-Lutz Company 
Specialized Departments in 
PROPERTY MANAGEMENT and 
Mortgage Loan Correspondents 


The Etchen-Lutz Company 
725 Adams St. Ad. 4221 

















PENNSYLVANIA 


“48 Years in Dallas” 


J.W.LINDSLEY & CO. 
REALTORS 
We specialize in Property Man 


agement for Life Insurance and 
Trust Companies. References. 


1209 Main St. DALLAS 








| Sam Realty Co. 


Oldest and Best 





Jake Sam 
220 Binz Bldg. 


Houston, Texas 








WISCONSIN 











Property Management 
Leasing Sales Appraisals 





REAL ESTATE 


225 Fifth Ave., New York, N. Y. 
AShland 4-4200 











JOSEPH LARONGE, INC. 


Union Trust Building 
Cleveland, Ohio 


“Complete Realty Service” 
Sales—Management—A ppraisals 
Joseph Laronge—MAl 





PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 


SWENSON 


Marine Bank Building—Erie, Pa. 











SCHEFFER-PURTELL CO. 


REAL ESTATE 
Selling—Renting—Managing— 
Financing—Appraising 
757 No. Water St. Milwaukee 
eens. Daly 06 
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WITH COMMONWEALTH’S 


NEW CORDIAL COOPERATION 


PLAN YOU, TOO, CAN GET 
INTO THE Lig Sales 


GROUP OF INSURANCE 


Men 


When the office pep talk is over 
—you are left to shift for pros- 
pects without further help from 
anybody. Prospects don’t jump 
out of side streets at you, waving 
money in one hand and holding 
a pen in the other, ready to sign 
on the dotted line. And they 
never will, but Commonwealth 
is launching its new campaign. 
“Opening Bigger Profit Making 
Doors For You.” to help its sales- 
men each working day—all day 
long. It will increase your sales, 
too, if you are interested in be- 
coming a Commonwealth agent. 
* For full details about how to be- 
come..a Commonwealth agent 


and cash-in on this sales plan, 
write to 


WALTER S. SCHNEITER 
AGENCY SECRETARY 


COMMONWEALTH 


LIFE INSURANCE COMPANY 


HOME OFFICE - LOUISVILLE, KENTUCKY 

















News ABOUT 








BY J. H. RADER 


LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Still Issuing the Contract 





Columbus Mutual Life Will Write 
Total and Perntfanent Disability Clause 
on Certain Policies 





The Columbus Mutual Life is still 
writing total and permanent disability. 
Since Jan. 1, 1936, it has been issuing 
the income form of disability on the 
basis of $5 per month per thousand. 
The minimum amount issued is $2,000 
of insurance so as to make a minimum 
monthly income of $10. The maximum 
is $25,000 of insurance which means a 
maximum monthly income of $125. The 
officials state that applications embody- 
ing total and permanent disability are 
very carefully underwritten with regard 
to age, occupation, physical impairment, 
etc. No disability clause of-any kind, 
not even the premium waiver, is issued 
to farmers. Some companies will issue 
the premium waiver clause in writing 
farmers. The Columbus Mutual issues 
what is known as the “Independent 
Guarantor Policy” which can be pur- 
chased with $10 a month per thousand 
disability with a maximum of $100 a 
month but never in excess of 50 percent 
of the earned income. The company 
has extended the $10 a month income 
plan to the preferred risk ordinary life 
policy but $10 a month cases are under- 
written annually carefully. 


Disability Experience Favorable 


So far the company states that its 
accumulated disability experience has 
not been unfavorable. This refers to its 
revised policy in this respect. The so- 
called 90 day clause policy issued from 
1926 to 1930 has resulted in loss but 
before that and subsequently the Co- 
lumbus Mutual experience seems to be 
favorable. The Columbus Mutual does 
not issue benefits over age 50 and these 
are terminated at age 55. The age limit 
was reached by reviewing the claims 
presented on the 90-day clause between 
ages 55 and 60 and taking full account 
of the nature of the disability. 


Federal Life Now Issuing 


“Streamliner” Series 








A “streamliner” series of combination 
life and accident and health policies for 
men only has been brought out by the 
Federal Life of Chicago. In addition 
there is announced a leader combination 
for women, which brings together the 
endowment at 85 on either continuous 
premium or 20-pay plan with the leader 
disability form at a combined premium 
in indemnity units of $30, $50 or $70 a 
month. 


Offer Various Combinations 


The streamliner series offers this 
combination for standard risks, includ- 
ing life coverage and monthly indem- 
nity combinations of $1,000/$25, $1,000/ 
$50, $1,500/$50, $2,000/$75, $2,500/$100, 
and $5,000/$100. The maximum will be 
$5,000/$200. There is also $50/$50/$100 
combination of endowment at age 65 
and sickness and accident protection, 
paying $500 lump sum and $50 a month 
for five years if the assured lives to age 
65; $500 lump sum and $50 a month to 
the family if he dies of sickness before 
age 65, or $1,000 lump sum and $50 a 
month for five years to the family if 
he dies of accident, in addition to the 
usual accident and sickness indemnity, 
both confining and nonconfining cases. 

These 10 combinations are offered on 
three different plans: Whele life with 
special adjustment options, endowment 





at age 85 continuous premium, and en- 
dowment age 85 20-pay. 

Three different premium rates are 
offered for the same amount of cover- 
age, depending on the form of life con- 
tract employed. At age 35 the com- 
bination of $1,000 and $25 A. & H. per 
month can be sold for $29.96 annually 
on the whole life plan, $37.35 endow- 
ment at age 85 continuous premium 
plan, or $45.55 endowment at 85, 20-pay. 





Illinois Bankers Revises 
Its Savings Policies 





The Illinois Bankers Life officials an- 
nounced at the annual Leaders Club 
convention in Chicago this week revision 
of a number of savings policies, which 
have been brought out in a series on a 
3 percent basis rather than 3% percent, 
as heretofore. These include 20 year 
savings policies, 20 year savings endow- 
ments, with similar policies for juvenile 
department and 20 year regular endow- 


ments. Illustrative rates are: 
Savings Contracts 

End. 85 End. 8 

FP. U. 30 20 Yr. 20 Yr. 
Age Years nd. End. 
BO siwe th oe scneue $23.93 $45.19 $43.49 
| A tees ee 26.10 45.68 43.96 
BD 5 <bie a giveiah oe 28.72 46.39 44.65 
RRS ae 32.03 47.59 45.75 
| Eee eee 36.31 49.64 47.55 
J ASSASSre 41.94 53.00 50.71 
sect cvstercie leis 49.54 58.36 55.73 
Ds s-oicrs siseweminek 59.76 66.41 63.88 
BO scweneseuwanw 73.16 77.38 wiaiave 


Great Northwest Rate Revision 


_ Great Northwest Life of Spokane has 
increased the rates on its non-participat- 
ing preferred risk ordinary life and 20 
payment life policies. Waiver of pre- 





mium disability rate is also increased on 
these two plans. 

Life and disability rates on the 
10 payment life and 30 payment life 
and paid-up at age 65 policies have 
been decreased. The 30 payment 
life contract is now written to age 55 
instead of age 50 as heretofore. Life 
paid-up age 65 is available from ages 15 
to 55 with the extra premium for dis. 
ability payable to age 50; under the old 
rates this policy was not written past 
age 44. 

Under the income continuance plan, 
ordinary life, non-participating, income 
payable for 60 or 120 months, the rates 
are increased. Endowment age 85, in. 
come payable for 12 or 24 months rates 
remain unchanged. 





Reliance Life Annuity Rates 


The Reliance Life has increased its 
rates for single premium annuities. The 
forms affected are the single premium 
immediate life annuity without cash re- 
fund, the single premium cash refund 
annuity and the joint and last survivor 
annuity. The new rates are the same as 
those adopted by the leading companies 
in the last few months. 





Church Life Changes Options 


Church Life has revised the optional 
modes of settlement contained in its 
contracts. Three options are available: 
Trust funds (interest at 3 percent); lim- 
ited installments (2-30 years certain); 
and continuous installments (20 years 
certain). 

Payments may be made semi-annually, 
quarterly or monthly, such payments 
being one-half, one-fourth or one- 
twelfth of the annual installment. The 
minimum payment is $10. 

Limited installments are on the table 
used by such companies as Aetna Life, 
Connecticut General, Connecticut Mu- 
tual, and Mutual Life, shown in the 
Little Gem Life Chart and Unique Man- 
ual-Digest. 

At age 30 male, 34 female under the 
continuous installment option the annual 
payment is $43.82; ages 40 and 44 it is 
$48.89; 50 and 54 it is $55.19; 60 and 64, 
$61.24; 70 and 74, $64.58. 











As SEEN FROM CHICAGO 


VETERAN INSURANCE LAWYER DIES 


Oscar A. Kropf of Paden & Kropf, 
Chicago insurance law firm, a veteran 
insurance attorney, died of pneumonia 
following an operation for gastric dis- 
turbances. He was 66 years of age and 
was born in Vienna. Coming to this 
country in 1877, he settled with his 
parents in Kansas, receiving education 
there and later securing his LL. B. in 
Northwestern University law _ school. 
Mr. Kropf’s firm, organized in 1904, 
maintained offices in the Insurance Ex- 
change since it was opened. Mr. Paden 
died ten years ago. Mr. Kropf was a 
33rd degree Mason. Paden & Kropf 
will be continued by Clarence C. Taylor 
and Carl E. Rose, associates. Shortly 
before his death Mr. Kropf arranged to 
take them into the firm. The title is 
being changed to Kropf, Taylor & Rose. 
Mr. Taylor has been associated with 
Mr. Kropf four years and Mr. Rose 
eight years. 





VAIL CHAMPION SKIPPER 


_ Malcolmn Vail of Chicago, prominent 
independent life insurance producer, 
won the Richardson cup in the R-boat 
races at the Rock River Yacht Club off 
Cleveland. He skippered his boat, Gos- 
soon, and captured first place in the 
three races in the series. 





PROVES HIS THEORY’S SOUNDNESS 


July was the best month of the year 
in paid business for the é : 
Schwemm agency of the Great-West 
Life in Chicago and July and August 
taken together have been better than 
any other two months of the year. This 





good record is particularly pleasing to 
Mr. Schwemm, since he was quoted in 
THE NATIONAL UNDERWRITER of July 15 
as criticising the general assumption 
that business is necessarily worse dur- 
ing the summer. His agency is ahea 
for the year to date, as is the Great- 
West. 





G. F. MACGRATH, JR., IN CHICAGO 


_James F. MacGrath, Jr., field super- 
visor of United States Life, is spending 
some time in the Chicago general 
agency at 111 West Washington street. 
He expects to be in the city for several 
weeks. 





GRIMM TO TEACH COURSE 


George L. Grimm, production man- 
ager of the Hobart & Oates general 
agency of the Northwestern Mutual 
Life in Chicago, will teach the course 
in life insurance principles and practice 
at the school of commerce of the Cen- 
tral Y.M.C.A. College in Chicago this 
year. The course starts on Sept. 20 and 
will be held on Tuesday evenings. 





STRAUS COMMENCEMENT SPEAKER 


R. L. Straus, a leading agent of the 
A. Van Goldman ordinary agency 0 
the Prudential in Chicago, delivered the 
commencement address at Ohio Mili- 
tary Institute, Cincinnati, on the 25th 
anniversary of his graduation from that 
institution. He was valadictorian 0 
the class of 1913.:-Mr. Straus at one 
time was professor in the English de- 
partment of the University of Cincin- 
nati and also has been manager for 4 
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symphony _ orchestra. He frequently 


addresses civic and philanthropic groups 
in Chicago. 





sUPERVISORS TO MEET SEPT. 8 


The Chicago Life Supervisors Club 
will hold its opening fall meeting on 
Sept. 8 at the Y. M. C. A. A special 
cruise with the wives as guests was held 
with W. H. Siegmund, Connecticut Mu- 
tual Life, as skipper. 





BROKERAGE COMPETITION KEEN 


The competition for brokerage busi- 
ness among a number of Chicago gen- 
eral agencies is quite apparent. With the 
direct applications more difficult to get 
general agents and managers are at- 
tempting to attract brokerage business. 
Brokerage managers are being spurred 
to make all outside contacts possible in 
order to stimulate business. A number 
of offices while giving attention to direct 
personal producers are putting much 
more steam on in their brokerage de- 
partments. 





EFFECT OF PRIVATE OFFICE MEN 


General agents find that the agents in 
private offices as a whole are the ones 
that are feeling the present economic 
and business impact the most. They 
come in contact with men of greater in- 
come and affairs who are mostly affected 
by the squally skies. They are the ones 
that are most fearful and are very jittery. 





While the private office agents have 
their renewals yet their new business 
has been retarded considerably. Men in 
the open office coming in contact with 
the private office men undoubtedly have 
caught something of the pessimistic 
spirit of the older and bigger writers. 
Therefore, it has been necessary for the 
general agents and supervisors to re- 
kindle the big room agents and get them 
in a better frame of mind. The people 
that they contact chiefly are not so much 
affected although it is true that a num- 
ber of prospects are not sure of their 
jobs. There is an. air of uncertainty 
but as a rule the big room agents that 
are working intelligently and assiduously 
are accomplishing something worth 
while. 





INSURANCE STOCK QUOTATIONS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South LaSalle street, ‘Chi- 
cago, gives the following stock quota- 
tions for life companies: 

Par Div. Bid Asked 
Aetna Life...... 10 1.25 22%, 24% 
Alliance Life.... 1 ies 015 1% 
Central, Tll....< 10 ove 8 12 
Conn. General... 10 -80 221%, 24% 
Continental, Ill.. 10 2.00 34 36 


Federal Life.... 10 tata 5 6 
Lincoln Natl.... 10 1.20 23% 25% 
New World Life 10 -40 5 

No. Amer. Life... 2 vee 2% 3% 
N. W. National... 5 .30 13 15 


Ohio National... 10 1.25 24 26 
Old Line Life... 10 -60 11 13 
Sun Life, Can...100 15.00 475 520 
Travelers ...... 100 16.00 445 460 
Wis. National... 10 1.00 15 17 








INDUSTRIAL 


FIELD NEWS 





Metropolitan Granted a Stay 





Appeal Is Up on Order of the New 
York Labor Relations Board on Bar- 
gaining Agency 





NEW YORK—The Metropolitan 
Life has been granted a stay pending 
its appeal in connection with the su- 
preme court’s affirmation of the New 
York Labor Relations Board’s order 
that it must bargain collectively with the 
CIO agents’ union as sole representa- 
tive for Metropolitan agents in New 
York City and three adjacent counties. 
The union won the election held by 
the labor relations board, but the Metro- 
politan questioned the board’s author- 
ity to force it to bargain with the union 
and took the case to court. 

Justice Steuer refused to grant a stay 
of his order upholding the board but 
the Metropolitan got a stay from the 
appellate division, which is the next 
step in the appeal route. The stay oper- 
ates until the appellate division, which 
will hear the case Sept. 28, gives its de- 
cision. 

If the supreme court is upheld unani- 
mously by the appellate division, the 
Metropolitan could appeal to the state’s 
highest tribunal, the court of appeals, 
only with the permission of the appel- 
late division. If the decision upholds 
the supreme court, but not unanimously, 
the Metropolitan could take its case to 
the court of appeals as a matter of right, 
but only in case the high court deemed 
the decision to be what is known as a 
final order in special proceedings. How- 
ever, if the appellate division were to 
Teverse the supreme court’s order, even 
though unanimously, the labor board 
would not have to get the appellate 
body’s permission to go to the court of 
appeals. 


Rounds Out 35 Years 


Ernest J. Han, who is Buffalo dis- 

trict superintendent of the Prudential, 
as just completed 35 years with that 
company, all in Buffalo. He was made 
district superintendent in 1917. 


Clancy to Youngstown 

L&.J- Clancy, superintendent of the 
wee O., office of the Prudential since 
ig has been appointed superintendent 
n Youngstown, O., to succeed the late 
- E. Port. Mr. Clancy started with 





Prudential in Youngstown in 1922, re- 
maining there 14 years and becoming 
assistant superintendent before going to 
Lorain. 


St. Louis Veterans Die 


Henry Walk, 77 years old, who re- 
tired in 1925 as a Metropolitan Life 
superintendent, died. He started as an 
industrial agent about 50 years ago. 

Emil J. Barth, a former president of 
the St. Louis board of education and a 
district superintendent of the Prudential, 
died following a sudden illness. He was 
49 and had been with the Prudential 30 
years. 


Prudential Veteran Dies 


John Jenkins, 64, assistant superin- 








tendent of the Prudential in Jamestown,- 


N. Y., for many years, until ill health 
forced his retirement, died there. He 
was an honorary life member of the 
New York State Life Underwriters As- 
sociation. 





W. H. Joyce Retiring 


W. H. Joyce, superintendent of the 
Buffalo district No. 1 of the Prudential, 
is retiring. He has been superintendent 
of that district since 1897, and with the 
Prudential for 48 years. 

Mr. Joyce was the first president of 
the Buffalo Life Underwriters associa- 
tion. His district led the entire country 
in sales for five years prior to 1920. 





Schwartz Houston Manager 


J. B. Schwartz has been appointed 
manager of the industrial department of 
the Great American Life in Houston, 
Tex. 





F. J. Chanter, 42, assistant superin- 
tendent of the Cleveland office of the 
Prudential, died in Marine Hospital in 
Cleveland. 


Many Parents Are Named 


In a study of 1,000 applications made 
by Canada Life, it was found that 44.1 
percent of the beneficiaries named were 
parents of the applicant, indicating that 
a good portion of business is being writ- 
ten on young lives. The wife was named 
as beneficiary in 25.6 percent; wife if 
living, otherwise children, 3.7 percent; 
children, .8; estate, 17.4; miscellaneous, 
8.4, 














A Remarkable 
OPPORTUNITY 
for Three Men 


Taree experienced life insur- 
ance agents will find here the op- 
portunity they have always wanted. 
If you would like to live and work 
in Southeast Florida, representing 
an old-line company, established 
in this territory for more than 15 
years, write to Box H 92, care of 
National Underwriter, A-1946 In- 


surance Exchange, Chicago, [IIl. 






































We have several good openings 
for General Agents in Kentucky, 
Alabama and Georgia. Liberal 
contracts and a complete line of 


both participating and non-par- 


ticipating policies offered. 


This is a real opportunity. 


+ 


Write to 


CHAS. E. WARD, 
Vice-Pres. in charge of Agencies 


SHENANDOAH LIFE INSURANCE 


COMPANY, INC. 
E. Lee Trinkle, President 
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~ News oF LIFE ASSOCIATIONS 





“Corpse” Teaches a Lesson 


Drama Staged by Chattanooga Asso- 
ciation—New Officers Installed on 
“Ladies Night” : 


So realistically did Bart Leiper, 
Provident Life & Accident’s advertis- 
ing manager, portray a corpse during 
a skit at the ladies night celebration of 
the’ Chattanooga Association of Life 
Underwriters that the ladies present 
shivered. 

Despite the weird atmosphere, how- 
ever, the speech the  talcum-faced 
Leiper made while sitting in a coffin, 
received acclaim because of the valu- 
able lesson it taught. 

With solemn countenances the pall- 
bearers stood by while the ghostly 
Leiper, in deep, slow tones, severely 
criticised two kinds of life underwrit- 
ers. The pallbearers were H. Hobson 
Mansfield, Massachusetts Mutual; Ches- 
ter O. Stephens, Penn Mutual; Edward 
E. Brown, general agent Penn Mutual, 
and Captain H. P. Dunlap, general 
agent Connecticut Mutual. 

Field Instructor Daniel E. Mason of 
the Equitable, New York, who was in 
nen on_ business, made a brief 
talk. 

New officers of the Chattanooga as- 
sociation were installed. They are: 
David A. Park, New England Mutual, 
president; Terry Archer, National Life 
& Accident, vice-president; and George 
Ellis, Jr., Aetna Life, secretary and 
treasurer. 

‘New directors are: Edwin O. Martin, 
Provident Life & Accident; Hammond 
T.. Penney, Lincoln National; Roy 
Smith, Metropolitan; H. Hobson Mans- 
field, Massachusetts Mutual; J. W. 
Bishop, Volunteer State Life, and John 
E. Gilbreath, retiring president, Re- 
liance Life. 


New Officers Installed 
by Alabama Association 


BIRMINGHAM, ALA.—Herbert J. 
Baum, Protective Life, took over the 
presidency of the Alabama Association 
of Life Underwriters, succeeding E. A. 
Zelnicker of Mobile, at a meeting here. 
Mr. Baum, a former president of the 
Birmingham association, also was 
chosen delegate to the national con- 
vention in Houston. 

Other officers installed at the meet- 
ing here were Lee Cathey, Florence; 
W. H. Thomas, Tuscaloosa; C. A. 
Hopkins, Montgomery, and R. F. Blow, 
Mobile, vice-presidents; F. S. Chisholm, 
Birmingham, secretary-treasurer. 

Speakers included Ben Walker, presi- 
dent of the Birmingham association; 
L.. M. Bargeron, president Birmingham 
Managers Association; Furniss Lee, 
chairman of the legislative committee, 
and J. Orlando Ogle, chairman of the 
membership committee. 

The association decided to join with 
Birmingham underwriters in holding a 
$ales congress in January. Following 
thé meeting the delegates attended the 
annual barbecue of the Birmingham as- 
sociation. 


Cleveland to Celebrate 
Jubilee Year in 1939 


» CLEVELAND—The Cleveland Life 
(Ufderwriters Association will celebrate 
by golden jubilee in 1939. A committee 
sflalready at work planning a fitting 


HitPaul Speicher, R. & R. Service, will 
speak at the “frst fall meeting Sept. 19. 
Peoria Sales Congress 


: “The annual Peoria, Tit., sales congress 
‘beenset for Nov. 5. Fhe chairman 


i 
pH ervance. 





of arrangements is James Hack of the 
New York Life. The program commit- 
tee is headed by Lester O. Schriver, 
Aetna Life. The congress will be held 
at the Hotel Pere Marquette. The fall 
meeting of the Illinois Life Underwrit- 
ers Association will be held the same 
day. 


Bloomington, Ill.— The Bloomington 
association has been active during the 
summer months. The 20th anniversary 
of the Bloomington organization was 
celebrated at the annual lawn party held 
with President G. J. Mercherle of the 
State Farm Life as host. President Al- 
fred C. Brunk, Aetna Life, presided. The 
association’s history was reviewed by 
several past presidents, including Dana 
Learned, W. M. Anderson, Harry Car- 
lock and H. H. Hanson. Greetings were 
brought from Peoria by James W. Ross 
and Donald Murfee. Mrs. Faye Berquist, 
Penn Mutual Life, was chairman of the 
entertainment committee. M. L. Fuller, 
vice-president State Farm Life, pre- 
sented a bronze bell and gavel to the as- 
sociation as an anniversary gift. The 
names of the past presidents were in- 
scribed on the bell. 


Alexandria, La.—Steps were taken re- 
cently to organize an association here. 
Albert Peart, Mutual Life of New York, 
was elected temporary chairman, and 19 
charter members joined. The meeting 
was in charge of lL. E. Throgmorton, 
Shreveport, associate general agent 
Aetna Life and president Shreveport as- 
sociation, and Jack Moore, president New 
Orleans association. Tom Collins of 
New Orleans and W. F. Woods, Shreve- 
port, assisted. 


Baltimore—The annual meeting will be 
held Sept. 22. The slate put out by the 
nominating committee includes: For 
president, N. H. Long, Sun Life of 
Canada; first vice-president, W. H. Saitta, 
Metropolitan Life; second vice-president, 
L. V. Godine, Penn Mutual Life; direc- 
tors, E. J. Clark, Jr., John Hancock Mu- 
tual; G. A. Donohue, New York Life; C. 
R. Freeman, Equitable Society; J. P. 





Graham, Jr., Aetna Life; F. G. LeMotte, 
Massachusetts Mutual, and T. J. Mohan, 
Eureka-Maryland Assurance. 


Victoria, B. C.—Canadian insurance 
superintendents attending their annual 
convention here were guests at the as- 
sociation luncheon. Gordon Cumming, 
general manager of the Monarch Life at 
Winnipeg, urged agents to work on the 
basis of every one wanting an old age 
pension. Agents should get their clients 
thinking about the practical side of in- 
surance and make them realize that in- 
surance is the only way that they can 
provide for old age security. He urged 
them to sell their competitors “long” in- 
stead of “short.” A. Gordon Nairn, field 
supervisor Canadian Life Underwriters 
Association, introduced the speaker and 
visiting superintendents. Superintendent 
A. E. Fisher of Saskatchewan, president 
of the superintendents association, re- 
sponded. 


Los Angeles—The first fall forum was 
held Tuesday of this week with John P. 
Davies, Northwestern Mutual Life, as the 
speaker, 

A one-day training school will be held 
Sept. 14. Frank M. See general agent 
of New England Mutual Life, St. Louis, 
will be the speaker-instructor. 


Pittsburgh—James <A. Fulton, presi- 
dent Home Life of New York, will speak 
at the first fall meeting Sept. 15. 


San Francisco—Women members held 
a luncheon meeting with Miss Constance 
Schwanz, Mutual Life of New York, dis- 
cussing savings bank life insurance. Mrs. 
Mary M. Bradley, California-Western 
States Life, chairman of the women’s 
committee, presided. 


Bluefield, W. Va.—New officers are J. 
S. Dudley, Cr., president, succeeding L. 
W. Boykin; W. L. Alley, vice-president; 
Hal D. Laughridge, secretary; C. W. 
Gentry, treasurer, and Isadore Cohen, 
national committeeman. 


Chicago— The first meeting of the 
season will be Sept. 12 when C. Preston 
(Pep) Dawson, general agent New Eng- 
land Mutual Life in New York City and 
former executive secretary New York 
City Life Underwriters Association, will 
be the speaker. 
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Sons Are Urged to Follow 


Fathers in Life Business 


DETROIT — There is no vocation 
other than the insurance business in 
which so many fathers urge their sons 
to follow in their footsteps, E. Paul 
Huttinger, agency secretary and taxa- 
tion expert of the Penn Mutual Life, 
told members of the L. M. Gillette gen- 
eral agency in Detroit at a luncheon. 
This is but one of the many indications 
given by underwriters of their faith in 
and love for their business, Mr. Hut- 
tinger declared. 

“Knowledge of the fine humanitarian 
work we are doing and the fact that we 
are representing the greatest social and 
economic institution in the world are 
among the mainsprings of motivation 
recognized by underwriters the world 
over. Every underwriter should recog- 
nize four basic principles of his profes- 
sion: first, that it affords him an oppor- 
tunity to do good and at the same time 
to get paid for doing it; second, that he 
as an individual can never measure up 
fully to the perfection of life insurance 
as an institution; third, that his personal 
debt to the institution can never be paid 
except as ‘he perfects himself as an in- 
strument of its message to the people; 
fourth, that he recognizes that he as an 
underwriter has needs that must be met 
just as fully’ as the needs of his pros- 
pects,” said Mr. Huttinger. 


Must Give Before They Get 


“In this business you must give before 
you can expect to get,” declared G. M. 
Robinson, general agent’ ‘National Life 
of Vermont. “It is our duty as life in- 
surance agents to make men think, and 
before that can be done the underwriter 


‘himself must do plenty of thinking>-For 





every man who oversells a prospect, one 
thousand undersell him,” he asserted. 
Mr. Gillette presided at the luncheon. 
Guests who spoke briefly included Don- 
ald Robinson, supervisor of the National 
Life; Henry McCurry, McCurry Serv- 
ice, and M. C. Lawson, NATIONAL 
UNDERWRITER correspondent. 


Ramsay Agency Wins 

NEWARK—In a six week contest be- 
tween the John A. Ramsay agency in 
this city and the Charles J. Zimmerman 
agency in Chicago, both representing the 
Connecticut Mutual Life, the Ramsay 
agency won with 187 life applications 
against the Zimmerman agency’s 85. The 
last week of the contest was dedicated 
to George J. Gold, of the Ramsay 
agency, who has been ill for the past 
four weeks at his home in Newark, and 
who himself wrote eleven applications 
from his sick bed. Mr. Zimmerman was 
formerly general agent in Newark and 
was succeeded by Mr. Ramsay in June, 
1937. 


Woods Agency’s Picnic 

The annual, agency picnic of the Ed- 
ward A. Woods Company, general agent 
Equitable Life Society, Pittsburgh, was 
held at South Park. Over 350 were in 
attendance, including the officials of the 
company, members of the field and 
yn force, with their wives and chil- 
ren. . 


Produce for Samuels 


Producers in the Isadore Samuels 
general agency of New England Mu- 
tual Life in Denver wrote 38 lives for 
$176,000 in a special endeavor in honor 
of the fact that Mr.-Samuels has com- 
pleted 15 years as general agent for the 
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Starting Up 








WILLIAM J. WILLIAMS 


William J. Williams, the second son 
of President C. F. Williams of the West- 
ern & Southern Life, is proving to be 


-of valuable assistance in the agency de- 


partment. He was formally introduced 
to the field for the first time at the 50th 
anniversary celebration in Cincinnati, 
Mr. Williams became associated with the 
company in April, and is a director. He 
attended Georgetown University, gradu- 
ating in 1937. Mr. Williams was named 
for his uncle, the late W. J. Williams, 
one of the founders and president of the 
Western & Southern many years. 
Charles M. Williams, Western & South- 
ern Life vice president, is a son of 
President Charles F. and is giving a 
good account of himself. 








company. Samuel Silverman of the 
Samuels agency led the entire New 
England Mutual field organization for 
the month with $121,700 on 12 lives. 
He is fourth among company leaders 
for the first six months. Mr. Samuels 
will attend the New England Mutual 
meeting at Banff early in September and 
then will go to the Houston meeting 0 
the National Association of Life Under- 
writers. He is a national trustee. 


Campaign for Claris Adams 
Starting Sept. 1, the second anniver- 
sary of his becoming president of the 
Ohio State Life, the field force will 
launch a campaign in. honor of Claris 
Adams. The campaign will continue 
twe months. The President's Victory 
Trophy will be presented to the winner 
of the campaign, and suitable awarts 
will be bestowed upon other leaders. 
The campaign is under the general d- 
rection of L. A. High, general agent, 
Lancaster, O.; Carl Adams, general 
agent, Cleveland; W. H. Hecht, general 
agent, Celina, O.; James C. McFarland, 
general agent, Cincinnati, and A 
Siefert, general agent, Marion, O. 


C. E. Thiele Is Reelected 


C. E. Thiele of Milwaukee was tf 
elected president of the general agents 
and managers association of Continental 
Assurance at the annual meeting in Chi- 
cago, following the two-day session 0 
the One-Two-O Club. R. M. Better of 
Madison, Wis., was elected vice-prést 
dent and A. M. Reader, Louisville, was 
reelected secretary. The directors are: 
M. L. Killian, Canton, O.; William 
Lord, Cincinnati; E. L. Grant, Chicag® 
and Ben Tolmich, Detroit. 


Kentucky Ruling Withdrawn 

Insurance Director Goodpaster of 
Kentucky has withdrawn a ruling per 
mitting the dating back of life insur 
ance. This ruling has been suspende 
until the attorney general’s department 
can prepare briefs on the case. 
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Connecticut General Plans 
For Regional Meeting 





Connecticut General Life will hold at 
Swampscott, Mass., Sept. 7-9, the first 
of three regional meetings. About 350 
will attend.. F. H. Haviland, vice-presi- 
dent, will have charge of the program, 
which will be carried out almost entirely 
by the agents themselves. Subjects in- 
clude: 

“Planned Activity,” panel discussion 
by R. S. McClure, Jr., Philadelphia, 
chairman; J. H. Rockwell, Elmira; C. E. 
Bissell, Providence, and M. M. Kallman, 
Philadelphia. 

“Sales Technique” panel, F. M. Min- 
ninger, Jr., Newark, chairman; R. H. 
Perry, Providence; P. B. : Brennan, 
Plattsburg; D. W. Hughes, New York 
City; L. H. Teller, Philadelphia; Wes- 
cott Houghton, Bridgeport, and Robert 
Dixon, New York City. 

“Sales Methods” will be treated by 
F, O. H. Williams, Hartford, chairman; 
R. D. Ferguson, New York City; A. C. 
Boas, Hartford, and E. D. Suter, Roch- 
ester. 

Addresses will be given by F. B. 
Wilde, president; Commissioners Black- 
all of Connecticut, and Harrington of 
Massachusetts; S. F. Smith, Philadel- 
phia, manager; George Goodwin, secre- 
tary accident department; C. M. Eddy, 
secretary group department; B. B. Har- 
rison, manager group sales; G. E. Bul- 
kley, vice-president; J. L. Cole, superin- 
tendent of agencies; M. D. Pomeroy, 
Springfield; R. F. Wagner, Philadelphia, 
and P. I. Holway, Hartford. 





New Mexico Loans 


ALBUQUERQUE, N. M.—The 
Western American Life as approved 
mortgagee of Federal Housing Admin- 
istration has received applications for 
over $1,250,000 in loans over the state 
of New Mexico. 
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California-Western States 
Cruise Convention Snaps 





A miniature daily newspaper, “The 
Cruise News,” was distributed each 
morning during the seagoing conven- 
tion of California-Western States Life. 
It contained the program for the day, 
personal notes and comments on the 
points of interest being passed. 

* *K * 

There was a golf tournament at Van- 
couver. The prize winners were Harry 
E. Johnstone, Eureka, Cal., who scored 
low net, and George K. Fujimoto, Stock- 
ton, Cal., who had low gross. 

© 2 Ss 

A group picture was taken on the 

steps of the court house in Vancouver. 
* * 

The non-golfers spent the morning in 

Vancouver on a sightseeing tour. 
* * 

The limelight was focused on Mrs. 
J. B. Padgett, San Diego, Cal., and Mrs. 
I. O. Wilson, Sacramento. They were in- 
troduced at the Vancouver luncheon as 
recent brides. 


* * * 
J. S. O’Neill served as chairman of the 
convention committee. He was the 


busiest man on the cruise. Known to all 
as “Jack,” he seemed to be everywhere 
at once, never too busy to attend to any 
detail. The thoroughness of the job he 
did was very generally commended. 

* *K x 

Commissioner John J. Holmes of Mon- 
tana, accompanied by Mrs. Holmes,, was 
a guest on the cruise. He was an agent 
of Minnesota Mutual years ago when 
President O. J. Lacy and Vice-president 
Ray P. Cox were in the field for that 
company in Montana. They have re- 
mained warm friends ever since. 

* ££ * 

A system of warning lights was in 
operation to keep the speakers within 
reasonable time limits, 

* * 

Peter Cook, Jr., H. B. Drescher, and 
E. A. Thompson, three of the company’s 
directors and largest stockholders, made 
the trip and took a real interest in all 
of the business sessions. 

* * x 

Grant Taggart, Cowley, Wyo., the 
company’s premier producer, managed 
to make the trip in spite of the serious 
automobile accident which he sustained 
July 12. His knee cap was shattered. He 
is slowly recovering his locomotive fa- 
cilities but will have to use a cane for 
some time. Mrs. Taggart is recovering 
from a major operation, but will be able 
to accompany her husband to the Hous- 
ton convention of the National Associa- 
tion of Life Underwriters, after which 
they will spend some time in old Mexico. 

* * 

E. W. Amos, manager accident and 
health department, conducted an A. & H. 
session. The company’s accident and 
health business is having a rapid growth. 

* *K 

At Vancouver the luncheon and busi- 
ness were held in the same hotel where 
the agency convention of Occidental Life 
was in progress. A message of greeting 
from the Occidental’s vice-president, V. 
H. Jenkins, was read at the luncheon. In 
return a group from the C. W. S. L. 
meeting (those with the best singing 
voices) went to the convention room of 
the Occidental and after being introduced 
sang three songs of welcome especially 
written for the occasion. This exchange 
of courtesies was appreciated by the 
officers of both companies. 

* *K * 

A booklet was distributed containing 
the names of 100 business men in the 
territory in which the company operates 
who own $3,000,000 of life insurance in 
California-Western States. 

5 * 

When he arrived in Seattle, and just 
before setting sail, Vice-president Ray 
P. Cox received a long distance call from 
the Sacramento police who told him that 
burglars had backed a truck up to his 
home and robbed it of nearly everything 
movable, including clothing, rugs, fur- 
niture, etc. Most of the loss was cov- 
ered by insurance. 


Aetna Chiefs in San Francisco 


En route to the Aetna Life “Region- 
naires” convention at Lake Tahoe, Cal., 
M. B. Brainard, president; S. T. What- 
ley, vice-president, and W. B. Dallas, 
home office underwriter, addressed the 
San Francisco and Oakland-East Bay 
agents at a luncheon in San Francisco. 
Clark A. Moore, Oakland general agent, 
presided. 

President Brainard also addressed a 


meeting of Utah and Idaho representa- 
tives at Salt Lake City. It was his first 
visit to that city. He was introduced by 
General Agent J. T. Butler. 





Wm. I. Mirkil Is Named 


W. D. Hill, president of Mortgage 
Service Company of Philadelphia, an- 
nounces that pursuant to an order signed 
by Federal Judge Kirkpatrick of the 
eastern district of Pennsylvania, and in 
accordance with the plan recently sub- 
mitted to the court, William I. Mirkil 
Co. has been appointed agent to manage 
the real estate and service the mortgage 
accounts of the various clients of Mort- 
gage Service Company. The appoint- 
ment of William I. Mirkil Co. to act as 
agent for Mortgage Service Company 
has been made for the purpose of even- 
tually relieving Mortgage Service Com- 
pany of the active supervision of the 
clients’ accounts and as the initial step 
toward the conservative liquidation of 
the assets which Mortgage Service 
Company will continue to handle as op- 
erating trustee for the Philadelphia 
Company for Guaranteeing Mortgages. 

William I. Mirkil Co. thus assumes 
the servicing of real estate and mortgage 
accounts representing aggregate invest- 
ments of more than $10,000,000 in met- 
ropolitan Philadelphia. The company is 


Four Coast Agents Qualify 
for Fidelity Mutual Meet 





Four members of the Northern Cali- 
fornia agency of the Fidelity Mutual 
Life at San: Francisco have qualified for 
the Fidelity Leaders’ club meeting at 
Asheville, N. C., Sept. 7-9. They are J. 
E. Fitzgerald, H. N. Lyon, R. D. Fitz- 
gerald and C. W. Scully. J. E. Fitz- 
gerald ranks second among Fidelity pro- 
ducers and will occupy the position of 
first vice-president at the sessions. Mr. 
Lyon, who ranked third. will serve as 
second vice-president. Mr. Fitzgerald 
who is a life member of the million dol- 
lar round table, will attend the National 
Association of Life Underwriters con- 
vention at Houston on his way home. 

W. J. Arnette, who recently returned 
to San Francisco, having relinquished 
the southern California agency of the 
company, will also attend the conven- 
tion. 











exclusively a brokerage organization 
with no financial interest in any of the 
properties it handles. It is a member of 
the institute of real estate management 
of the National Association of Real 
Estate Boards. 


























Are You the Man? 


There was a man who had something to sell. 
The people weren't having any of it. He met 
rebuffs on every corner but he believed in it so 
strongly that he went back again and again. 
At last they began to listen, then to welcome 
him, for he was selling the stuff of which dreams 
are made—a guaranteed estate; a happy, inde- 
pendent old age; happy children, secure in 
the Mother's care. Today millions of Americans 
are listening and buying. 


Are you the man who will go back, again and 
again, because it is your sincere belief that 
you are helping make dreams come true? 


Then you are the man who will find it pays to 
be friendly with the 


PEOPLES LIFE INSURANCE Co. 
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Business Men’s Holds First of Regional Meets 


(CONTINUED FROM PAGE 3) 





courages the use of all educational ma- 
terial and runs a library of life insurance 
books from which the agents can bor- 
row without cost. 

W. Gruver, Lebanon, Ind., spoke 
on selling retirement income contracts. 
He has been successful on this specialty. 
He related a few incidents showing the 
importance of, saying the right thing at 
the right time, and of not saying the 
wrong thing at the wrong time. 


Puts Valu€ on Prospecting 


Prospecting was the specialty of N. B. 
Moates, Hopkinsville, Ky. He uses ac- 
cident insurance as a means of prospect- 
ing. Frequently he will take an accident 
application on a life insurance blank, be- 
cause of the more extensive information 
obtained on the life blank. With that 
information he is ready to go back with 
a life insurance proposition. He spends 
a lot of time getting information on all 
names on his prospect list and ventured 
the suggestion that he closes as many 
prospects per interview as most agents. 
In June of this year he was running low 
on prospects, and wrote 58 accident pol- 
icies to replenish his file. Mr. Moates 
carries a looseleaf record on every pol- 
icy in his territory. This record shows 
all policies and all premium payments 
as well as claims. This record he has 
with him at all times. Thus if he is 
going into a town, he can always figure 
out a few calls from his own records 
and, of course, will add toi his prospects 
while there. He learned by experience 
that many of his policyholders bought 
new insurance elsewhere if there was 
too long time between his calls. 


Sells on First Interview 


R. J. Costigan, Kansas City, believes 
in closing on the first interview. Mr. 
Costigan went with the company in 
1926. In 1931 he was made Kansas City 
manager and in 1932 Missouri manager. 
However, he still writes a large volume 
of business personally. 

Mr. Costigan declared that a sale is 
made on every interview. Either the 
agent sells the policy or the prospect 
sells the agent an excuse. Mr. Costigan 
works hard on prospecting, but because 
of his drive to close on one interview, 
he never has a large prospect list. His 
first-interview sales are not exactly what 
the term suggests. He not only is loaded 
to the guards when he goes in, but he 
likes to notify the prospect in advance 
that he is going to call on him some 
time. Thus the prospect is not taken 
“cold.” He seldom talks price. He does 
not carry a rate book, and is not able 
to quote rates from memory. When a 
prospect asks about the cost, the reply 
is, “whatever it is at your age.” He 
sells what the policy will do, not what 
it will cost. That his one interview is 
not high pressure in the ordinary sense 
is indicated by the fact that his renewal 
percentage is 95.7. 


Tips on Stage Management 


Another Kansas City speaker was 
William L. Butler, whose specialties are 
cash with the application and 100 per- 
cent renewals. Mr. Butler’s description 
of his methods caused some amusement. 
He said he likes an interview with no 
outsider present, because he can insult 
the prospect and get away with it, when 
he would resent it if there was a third 
person listening. Another trick is to talk 
low, and get the prospect leaning for- 
ward in his chair. 

One of his tips on business insurance 
was to see each partner separately, and 
ask him if he wants to do business with 
a woman. Then when the partners are 
together for the close unpleasant con- 
tingencies need not be emphasized with 
any personal angle. 

A tip on getting the money with the 
application is to ask, “What time is it?” 
This is written on the binding receipt. 
The receipt is torn off and handed to 
the applicant before anything is said 
about when the premium will be paid. 





The applicant will ask, “What’s this?” 
The reply, “Why, that’s your receipt,” 
usually brings out the check. 

All the speakers emphasized their 
work on prospecting, but Noel liams, 
Rockville, Ind., seemed to have the most 
elaborate system. His change of age 
file now contains about 3,000 cards. 
Every day a few letters are sent out on 
change of age. Occasionally a _ reply 
comes in, but the letters are followed 
up regardless of replies. He has been 
in the business since 1922, and now 
about 70 percent of his applications come 
from old policyholders. All the news- 
papers in his territory are watched for 
items that suggest the need for life in- 
surance, or afford the opening for a talk. 

Mr. liams remarked that the change 
of age file is just as good on lapsed pol- 
icyholders as on anyone else. In fact, 
he declared, most lapsed policyholders 
show some eagerness to get back on the 
live list. 

Birthday cards are used also and a 
new plan of sending movie tickets with 
the birthday card is being developed. 
The movie house cooperates by furnish- 
ing the tickets, in exchange for the life 
insurance man doing the work. 


Answers for Objections 


O. K. Johnson, Columbus, Ohio, spoke 
on how to answer excuses. The skill 
with which he turned an objection into 
a sales argument was sometimes amus- 
ing. He took up some 12 or 15 objec- 
tions. 

O. E. Houchins, Charleston, W. Va., 
told why he sells disability insurance 
along with life. He said it enables him 
to give more impartial advice. Some- 
times there is a case where life insur- 
ance is not the best solution, and the 
prospect really needs disability protec- 
tion more than life insurance protection. 
Thus an interview can be salvaged with- 
out the temptation to press for a sale 
that might not fit. 


Company Makes Announcements 


Announcements of interest to the 
agents were made at the convention. 
Annuity rates are under consideration 
and may be increased. While the final 
decision has not been made, the agents 
were warned to close pending cases. 

It was announced that the same avia- 
tion clause will soon be adopted in the 
double indemnity clause as in the acci- 
dent policies. This covers any fare-pay- 
ing passenger in a licensed passenger 
aircraft provided by an_ incorporated 
passenger carrier while operated by a 
licensed pilot upon a regular passenger 


route between definitely established air- 
ports. 

Hospital policies are under considera- 
tion by the home office, but apparently 
at present the weight of the evidence is 
against them. The hospital associations 
have the benefit of escaping taxes on 
their premiums and get special rates for 
the hospital accommodation. Whether 
private companies can compete on those 
terms seems doubtful. Furthermore, the 
primary purpose of accident and health 
insurance is to replace income and the 
company feels hospital benefits without 
disability income would be disappoint- 
ing to the majority of people. 

Another announcement was that group 
accident commissions would be raised 
to the same figure as the group life com- 
missions. 

Home office representatives on hand 
were President Grant, Vice-president 
Higdon, Assistant Secretary McKay, L. 
H. McVity, actuary, and G. J. Fritch 
and Jack Morris of the sales depart- 
ment. 








STREAMLINERS 





The hotel at Lake Wawasee where the 
Business Men’s Assurance held its con- 
vention is squeezed in between the lake 
and the golf course. Golf enticed a large 
share of the delegates, but boating and 
bathing got their turn. Horseback rid- 
ing, horseshoes, ping pong and tennis 
were also available. 

* * * 

There was a big international regatta 
of the “snipe” class of boats on for 
four days. During Mr. Grant’s talk, just 
as he remarked that “within three hours 
after the first German soldier crosses the 
Czech border,” the starting gun for the 
regatta punctuated his comment. 

* *K Ok 

No formal dinner was on the program 
for Friday night, but the hotel set up 
the tables together and an impromptu 
party was held. 

* * 

W. H. Gruver, Lebanon, Ind., got leave 
of absence from the convention to run 
down to Warsaw and close a $59 pre- 
mium, 

* * x 

Reversing a convention custom, Presi- 
dent Grant defeated W. C. Rhodes, Madi- 
son, Wis., at golf. It required a 44-38-82 
and Mr. Grant will continue to keep the 
bets at a modest figure. 

* * xX 

R. J. Costigan, explaining why he be- 
lieves in one interview sales, says he is 
too dumb to make a second call. He can 
tell all he knows the first time. 

* * x 

Carl Damon, Kansas City, led the sing- 
ing and M. L. Dappert, Springfield, II1., 
played the piano. 

* * 

E. G. Paton, Sr., Kentucky, cornered 
the postcard market. He wrote the hotel 
for 425, had them addressed at home, and 
then mailed at Wawasee. Printers were 
appealed to but did not get a new supply 





B. M. A. Chiefs at Lake Wawasee 





W. T. GRANT, President 


J. C. HIGDON, Vice-president 
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Conventions 





Sept. 12-14—International Claim Aggp, 
White Sulphur Springs, W. Va. ; 

Sept. 12-13— Insurance Advertising 
Conference, Oyster Harbor Club, Oster. 
ville, Mass. 

Sept. 19-23— National Association of 
Life Underwriters, Rice Hotel, Houstop 
Tex. j 

Sept. 26-29—Life Office Management 
Association, annual meeting, Mt. Royaj 
Hotel, Montreal. 

Oct. 5-7—Joint meeting Actuarial gp. 
ciety of America and American Institute 
of Actuaries, Waldorf-Astoria, New York 


City. 

Oct, 10-13—American Life Convention 
annual meeting, Edgewater Beach Hote] 
Chicago. j 

Oct. 20-21—Association of Life Insyr. 
ance Medical Directors, New York City 

Nov. 1-3—Association of Life Agency 
Officers, Edgewater Beach Hotel, Chicago, 

Nov. 11-12—Institute of Home Office 
Underwriters, Brown Hotel, Louisville, 

Nov. 14-16—Life Advertisers Associa. 
tion, Traymore Hotel, Atlantic City, 

Dec. 5-7—National Association of In. 
surance Commissioners, Fort Des Moines 
Hotel, Des Moines, Ia, 








on hand that would meet the demands, 
Even the post office was cleaned out of 
one cent stamps, 

* * 

In closing the first session it was an- 
nounced that L. C. Shellaberger had a 
date with a fish but apparently one of 
them was late. 


Violation of Law Clauses 


Subject of A. & H. Policy Restriction 
Is Discussed by Kefauver at Insur- 
ance Counsel Meeting 


A discussion of the so-called violation 
of law clauses in health and accident 
policies was given by Attorney E. Ke- 
fauver of Chattanooga before the meet- 
ing of the International Association of 
Insurance Counsel at Mackinac Island. 

With a single exception, he said, the 
validity of the clause excluding coverage 
if the assured shall die as the result of 
acts committed by him while in the com- 
mission of some act in violation of the 
law is recognized by the courts. 

It is essential that the insured must 
be actually violating the law and some 
courts go so far as to hold that there 
must be a knowing and wilful violation 
of the law. He expressed the belief that 
there would be no burden on an assured, 
however, to prove knowledge and as a 
general rule it would probably be suff- 
cient properly to plead and prove the 
law in question and to show that it was 
being violated. ; 

As to what constitutes law, there 1s 
some disputation. Generally speaking, 
he declared, the law must be either in 
the form of a statute or an ordinance. 
A violation of common law, he declared, 
is insufficient. : 

It is necessary that there be a direct 
causal connection between the act of 
violation of the law and the death of 
insured. ve 

A great many of the authorities ar¢ 
found in the states of the deep south, 
he said. This is true probably because 
the Negro population “is “especially 
addicted to the type of policy which 
customarily contains this violation of law 
clause.” There are probably more deci- 
sions in Louisiana than in any other 
state, he said. 


Philadelphia Sales Clinic 


A three-day sales clinic for agents ™ 
and near Philadelphia will be held there 
by the Continental American Life Sept. 
7-9. It will be modeled on a mm 
meeting at New York in June, which 
was an innovation for the company: 
Held during the morning hours omy, 
sessions will cover the following, plans 
and special features of Continenta 
American: Family income policy, ac" 
ferred class insurance, ‘business policy, 
change-of-plan _ privilege, education 
fund agreement, income endanee 
policy, and term additions plan. Shor 
sales talks will be made by agents. 
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Those who are dubious about the} were served. 
value of the retirement annuity under 
ns present investment conditions fear that | Wells Discusses Problems 


there will be dissatisfaction unless buy- 
one of ers understand what they are purchas- 
ing. The retirement annuity, as always, 
isa good buy for the person who is will- 
ing to embark on a program of savings 
and stick to it, realizing that he is not 
going to have a very favorable showing 


riction unless he does so and that if he cancels t 
Insur- in the earlier years of his contract he is | been sustained by state and | federal 


going to have a loss with nothing to | Courts. This recognizes certain —— 
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Mr. Wells in a fine talk in the closing 
session on problems confronting frater- 
nals, and their solution, pointed out leg- 
islatures have definitely recognized fun- 
damental differences between stock and 
mutual old line life companies and fra- 
ternal societies, and the classification has 
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ernment in fraternal societies should be 
maintained as a reality and not a pre- 
tense. The membership should have 
positive, complete control and supervi- 
sion of affairs. 

One of the most vital problems, he 
commented, is continued spread of taxa- 
tion. He said taxation of premiums and 
contributions for protective insurance 
benefits are wrong in principle. The citi- 
zens should be encouraged to make the 
proper provisions, rather than discour- 
aged. If the burden of taxation is to be 
avoided by the societies, there must be 
the closest cooperation between them. 

Officers of the Press Section elected 
at Toronto are: president, Miss Vivian 
Watkins, Royal League; vice-president, 
James M. «Daly, United Commercial 
‘Travelers; secretary-treasurer, Mary M. 
Baird, Woman’s Benefit; executive com- 
mittee, Mrs. Jeanie Willard, Wood- 
men Circle, Omaha; Mrs. Kate Miller, 
W. O. W., Denver; Dio W. Dunham, 


WOODMEN oF THE WORLD 
LIFE INSURANCE SOCIETY 





Founded 1890, its assets have 
mounted to over $126,000,000 
and insurance current to $420,- 
000,000. 

e@ 


Its investments are largely in 
‘Government, State and Mu- 
nicipal Bonds. 

e 


It has paid to Beneficiaries 
over $253,000,000; and to liv- 
ing members $43,000,000. 


For each $100 of reserve and 
current liability it has assets 
on hand of the value of 
$123.14. 

€ 


Through prosperity and de- 
pression, war and epidemic, 
its financial strength has par- 
alelled its record of service. 








De E. Bradshaw, Pres. 








Omaha, Nebr. 





Equitable Reserve; Henry Freitag, 
Modern Woodmen; Horace Rosenblum, 
W. O. W. Omaha. 








FRATERNALS 


Modern Woodmen Names 
Two State Managers 








The Modern Woodmen has appointed 
two state managers, E. W. Miller in 
Florida and R. H. Gilbert in Arizona. 
Mr. Miller, who fills the vacancy created 
by the death of F. C. Kraushaar, has 
been with the society since 1933 as spe- 
cial agent in various states, latterly in 
Missouri. Mr. Gilbert, a University of 
Kansas graduate, has been in life insur- 
ance work since 1928, and connected 
with the Modern Woodmen since 1936 
as assistant manager and later special 
agent. 


Auch Elected President 


BRAINARD, NEB. — The state con- 
vention of the Western Bohemian Fra- 
ternal Association, at its annual meeting 
here elected Joseph Auch of Friend as 
president and Dr. V. V. Smrha, Milli- 
gan, secretary. Headquarters is at 
Cedar Rapids, Iowa. The society is on 
an adequate rate basis. Reports showed 
substantial growth, Nebraska member- 
ship being 10,200, with $6,000,000 insur- 
ance in force and $9,000,000 assets. 


Take Part in Fraternal Day 


MILWAUKEE—Thousands of fra- 
ternalists joined in celebration of fra- 
ternal day at the Wisconsin state fair, 
sponsored by 26 fraternals and the Mil- 
waukee Fraternal Congress. Fred Holt, 
Edgerton, past grand chancellor Knights 
of Pythias, spoke on “Fraternalism in 
Action.” Otto Werkmeister, Modern 
Woodmen, was general chairman. Juve- 
nile instrumental groups, young acro- 
batic and tap dancers, drill teams and 
singers participated. The Moose juve- 
nile band presented a concert. Paul 
Lietzke, Moose, was general program 





chairman. George Wright, Royal 
League, was parade marshal. The night 
grandstand show was in charge of 


Charles Dawse, Modern Woodmen. 





North Star Elects 


The North Star Benefit Association 
at its annual meeting at Rockford, IIL, 
reelected F. L. Swanstrom of Rockford 
president, Dr. Gustaf Andreen, Wilmar, 
Minn., vice-president, and J. A. Swan- 
son chief recorder; and elected Leon- 
ard Engquist, St. Cloud, Minn., chief 
conductor. The new board of directors 
includes Andrew Olson, Moline, IIL; 
Glenn Trevor, Moline; C. J. Johnson, 
Rock Island; J. C. Coster, Muscatine, 
Ia.; A. A. Peterson, St. Paul; Eugene 
Malmer, Aurora, Ill.; F. E. Olson, Joliet. 

A feature of the convention was the 
introduction of Dr. E. A. Edlen and his 
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THE PRAETORIANS 


National Headquarters—Praetorian Building 
DALLAS, TEXAS 


ORGANIZED—1898—FORTY YEARS OF 
INSURANCE SERVICE 
FRATERNAL LEGAL RESERVE 
LIFE INSURANCE on standard forms, ages 
0 to 60. Amounts $200 to $20,000. 
Operates strictly on the LEGAL RESERVE 
PLAN. Realizing that it is the LEGAL 
RESERVE that puts the safety under poli- 
cies regardless of whether the system is Stock, 
Mutual or Fraternal. 


If it is LEGAL RESERVE, the strength is 


Pays Seventeen Different Ways 











brother, A. G. Edlen, of Moline, age 
79 and 81, respectively, the only two 
living signers of the original association 
charter. 

The society revised and condensed 
its by-laws to conform to the Illinois 
laws governing issuance of legal reserve 
insurance. It also decided to issue non- 
medical insurance up to $1,000 on men 
and women up to and including age 45. 
The annual banquet took place the eve- 
ning of the third day, the speaker being 
Carl Chindbloom of Chicago. 





Fording Named Comptroller 


N. M. Fording becomes comptroller 
of both departments of the Junior Order 
United American Mechanics, Philadel- 
phia, directly responsible to the board 
of control. He has been employed at 
the home office since 1919 and is the 
senior employe in point of service, al- 
though less than 40 years of age. 





Teams Compete in Centennial 


COUNCIL BLUFFS—Drill teams 
from eight Iowa and Nebraska cities 
participated in Woodmen of the World 
day at the centennial exposition here. 
Speakers included R. E. Miller, Omaha, 


national organizer; W. E. Solomon, 
Iowa manager; C. E. Burmaster, 
Omaha, Nebraska manager; H. C. Voss, 


president chamber of commerce, and 
Dr. L. C. Hills, pastor Grace Presby- 
terian church. 


W. O. W. Medical Man Dies 


FREMONT, NEB—Dr. F. E. Calk- 
ins, 71, former state medical director 
Woodmen of the World for 20 years, 
died here. He formerly was Dodge 
county physician. 





Pilgrims Hold Election 


MILWAUKEE —The annual conven- 
tion of the Fraternal Order of Pilgrims 
was held here. Charters were granted 
two allied women’s organizations es- 
tablished in the last year. Officers 
elected included F. W. Borth, sovereign 
master; A. L. Mohr, past sovereign 
master; J. A. Peohlman, exalted master; 
Ernest Riebau, secretary, and Ray Fed- 
derly, treasurer. 





Chattanooga’s Big Celebration 


CHATTANOOGA, TENN.—Chatta- 
nooga will hold a gala twofold celebra- 
tion Sept. 16-25, the city’s centennial 
and the 75th anniversary of the Battle 
of Chickamauga, and during the “Drums 
of Dixie” festivities, the name chosen 
for the affair, the three Chattanooga 
companies, Provident Life & Accident, 
Interstate Life & Accident, and Volun- 
teer State Life, will have a prominent 
part. 

The list of officers and directors of 
“Drums of Dixie’ includes H. Clay 
Johnson, assistant agency director Inter- 
state Life & Accident; T. L. Montague, 
Interstate; J. W. Bishop, manager Vol- 
unteer State’s home office agency; Mrs. 
H. P. Dunlap, wife of the Connecticut 
Mutual’s general agent; J. A. Chambliss, 
vice-president and general counsel, 
Provident Life & Accident; A. L. Key, 
former president Volunteer; R. H. Kim- 
ball, president of Volunteer; R.- J. Mac- 
lellan, president Provident L. & A., and 
Dr. John B. Steele, medical director 
Volunteer State. 

Bart Leiper, Provident Life & Acci- 
dent, is chairman of the insurance pub- 
licity committee. 





Liberty National’s Changes 


The Liberty National Life of Birming- 
ham has announced the following 
changes and promotions in its weekly 
premium department: W. B. Sowell from 
assistant manager in the Opelika agency 
to field supervisor; Tom McKoy from 
assistant manager at Columbus, Ga., to 
assistant at Opelika; W. B. Caps of 
Columbus, member of the Torch Club, 
to assistant manager there; Earl John- 
son, also a member of the Torch Club, to 
assistant manager in the Gadsden dis- 
trict; J. L. Phillips, assistant manager 
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Heads N. F. C. Section 











A. 0. BENZ 


A. O. Benz, president Aid Associa. 
tion for Lutherans, Appleton, Wis., was 
elected president of the Presidents Sec. 











tion at the annual convention of the is un 
National Fraternal Congress in Toronto, rate 
Mr. Benz had practical business experi- the c 
ence in Wisconsin for a number of years have 
before taking active official position with Th 
the Aid Association. His society is mod. prese 
ern and progressive. case 

or $: 

ficiat 
in the Rome agency, to assistant mana- pol 
ger of the Huntsville agency and Leh- $10, 
man Lewis, formerly of the Huntsville as 


agency, to assistant manager of the 
Rome district. 





Clifton E. Bratten, former superin- 
tendent of schools at Waynesville, O., 
who entered life insurance via the Mu- T 
tual Life, is now group supervisor of the ms 
Equitable Society at Dayton, O. He 
















































stands 81st among the Equitable’s 100 = 
leading producers for this year and first Ho 
in the Cincinnati area. jo 
inst 
an | 
A Winning Team! . 
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Lutheran for 
exe 
Brotherhood dla 
bel 
A good agent plus a strong, pro- 
gressive, Fraternal Society can 
make Life Insurance History in Ea 
any Lutheran Community. All ; 
Lutherans (a select prospect list) Ee 
are eligible for life insurance in a 
this Society. +r 
Li 
You are the Agent! 
é Li 
Lutheran Brotherhood is the So- ‘ 
ciety. Working together, we can Se 
write the business. If interested Se 
in a work that assures you a Sse- 
cured future, address your letter W 
” SUPERINTENDENT OF AGENCIES 
BROTHERHOOD 1 
Legal Reserve Life Insurance 
Herman L. Ekern, President i L 
HOME OFFICE Minneapolis, Minnesota ' 
THE WOMAN'S BENEFIT ASSOCIATION gE 
Founded 1892 i 
A Legal Reserve Fraternal Benefit Society i ] 
D. Partridge 
ag President Fisnoreme Secretary i 
Port Huron, Michigan 

















er 2, 1933 
—=—: 
—— 
°tion 


ee, 


September 2, 1938 LIFE INSURANCE EDITION 


Sales Ideas and Suggestions 








nana- 
Leh- 

sville 
the 


i 
iaubtauhisheiltian aleanaesauatee 



























— 


Shows Effect of Changes 
in Settlement Options 





The difference between what the pol- 
icyholder and beneficiary get for their 
money under present settlement optiori 
provisions as compared with what will 
he the case after the changes which 
most companies operating in New York 
will put into effect Jan. 1 is strikingly 
shown in a chart compiled by the Paul 
W. Cook agency of Mutual Benefit Life 
in Chicago. The chart shows how much 
insurance $10,000 on the present basis 
will equal on the new, what it means 
if interpreted in terms of a rate increase 
and how much the present income rate 
under optional modes of settlement 
compares with a nonparticipating refund 
annuity costing an equal amount. 

The comparison is made of the Mu- 
tual Benefit’s present settlement options 
with those of another company which 
is understood to be approximately the 
rate which will be adopted by most of 
the companies when all the adjustments 
have been put into effect. 

The chart shows that $10,000 on the 
present basis will equal $10,430 in the 
case of a male beneficiary at age 60 
or $11,300 in the case of a female bene- 
ficiary. If the beneficiaries are 65, $10,- 
000 on the present basis would equal 
$10,570 for male beneficiaries and $11,- 
480 for women. 

Stated in terms of premium, assuming 





the buyer to be age 30, it amounts to 
the same as buying the insurance at the 
premium rate for age 32, in the case of 
a male beneficiary age 60. For a fe- 
male beneficiary in these circumstances, 
the settlement option change amounts 
to a four year older rate. For bene- 
ficiaries at age 65, the change is equiva- 
lent to a two year older rate for a buyer 
at age 30 and five year older rate in the 
case where a woman beneficiary is in- 
volved. 

Comparing Mutual Benefit’s present 
rate of income under settlement options, 
with a nonparticipating refund annuity 
bought at the standard rates adopted by 
most companies, the chart shows that 
the former, for an income beginning at 
age 60, is 16.2 percent better than an 
annuity in case of men and 27.7 per- 
cent better for women beneficiaries. At 
age 70, a comparison of the optional 
settlement (10 years certain) is 28.5 
percent better than the purchased an- 
nuity in the case of men and 44.3 per- 
cent better in the case of women. These 
comparisons are based only on the 
guaranteed income. Inclusion of the 
excess interest on the basis currently 
paid during the certain period makes 
the comparison substantially more fav- 
orable for the optional settlement pro- 
vision. 








Recommended Book List 





Tue NATIONAL UNDERWRITER frequently 
receives requests for information on 
good life insurance text books on vari- 
ous subjects. The Insurance Book 
House, a division of The National Un- 
derwriter Co., supplies practically all life 
insurance books and has recently issued 
an up-to-date comprehensive selected list 
of recommended books covering every 
phase of the life underwriter’s work. 
This list is available on request. In ad- 
dition to the complete alphabetical list- 
ing, and the list of books recommended 
for study in preparation for the C. L. U. 
examinations, there are a number of short 


classified lists, several of which are listed 
below: 


FUNDAMENTALS 
Easy Lessons in Life Insurance, 
MEOBOM 85 Vor csiicc Avacacn emis 
Economics of Life Insurance, Hueb- 
POM. sierarea aim mrerateeee garaia saree age g Ue ire 2.50 
Life Insurance, Huebner........... 3.50 
— Insurance, Maclean............ 4.00 
Life Insurance Fundamentals, Love- 
DOP 45 < Sig debe saute ciioevandies 3.25 
Life Insurance Speaks for Itself, 
PANCOM) ttn NST, ol oa 1.50 
auection of Risks, Dingman....... 5.00 
ettlement Options, Diamond Life 
intr Awe oc re eee 2.00 
What to Know About Life Insur- 
RC EUEYORE sd Osa cucett cies db doe < 1.50 
+ @ £ 
AS AN INVESTMENT 
= Insured Investment, Davis...... 2.25 
investment Trust Service of Life In- 
Paes 1 ee eee 1.50 
. Insurance as an Investment, 
uebner & McCahan............. 2.50 
* * x 
BUSINESS INSURANCE 
Business Life I 

nes nsurance (Sole pro- 

tine ership) Diamond Life Bulle- 

Per PUN Mee Nias wed wed GE wean Pw eels xo 6 2.00 
Business Lite Insurance Fundamen- 
mean Diamond Life Bulletins...... 1.00 

. ness Life Insurance Trusts, 
P Scully © GOON ies «ccs wtiebséoeec's 2.50 
eer Insurance (revised) 

‘amond Life Bulletins.......... 3.00 





TAXATION 
Life Insurance and Federal Tax 
Laws, Diamond Life Bulletins.... .50 
Minimizing Taxes on Incomes and 
Estates, Lowe & Wright.......... 2.00 


Reducing Your Taxes, Diamond Life 
Bulletins 
Selling Life Insurance Through the 
Tax Approach 
Taxation, Loman 


eo) 


WILLS, TRUSTS, AND ESTATES 
Creating and Conserving Estates, 


Robinson & Woods. .....0cccsses 3.00 
Living Trusts, Stephenson ......... 4.00 
WHEE, SIGUNGMSOR o6 ccciectecscecene 3.00 
Wills, Trusts and Estates, Madden.. 2.50 


Your Will and What to Do About It, 
Wormster 


ANNUITIES 
Annuities and Their Uses, Crobaugh 
Selling Annuities, Diamond Life 
PRUOMMUN oo awe niwteweadeee dees sas 
*x* * x* 
SALESMANSHIP GENERAL 
Brief Course in Selling Life Insur- 
RIMGG, COMMA oc cnvccecccnewceuns 
Heart Decides, The (Emotional Mo- 
tivation), Brownold ....csssccees 
How to Get Action, Duryea........ 
How to Solicit, Duryea............. 75 
My Programming System, Behr.... 
Practical Prestige Building, Linton 
Practical Salesmanship (a course), 
Nelson 
Prestige Building for Life Under- 
WICGFS,. TECIBEIEEM 6 o0.0 ic cccccvccees 
Selling Life Insurance, Stevenson... 
Sensible Programming, Timmerman 
Sensible Selling, Coffin and Engels- 
MIE bikin Ore OLe Coed eeu eehe een e ee 
There are No Strangers, Wilson... 
What to Say in Selling Life Insur- 
SCG, EINE 6 od dvictewcsownceaewe 
When to Stop Talking, Duryea..... 
Why Not Try It (Time Control) 
TIONING 5.2 oc dcbadunadawkeciacns 
The Insurance Book House is at 
East Fourth street, Cincinnati, O. 


2.00 
2.00 





Interesting Comparison 


The Diamond Life Bulletins, 420 East 
Fourth street, Cincinnati, has worked 
out a very interesting comparison be- 





tween investors syndicate savings plans, 
plus term insurance, against life or en- 
dowment insurance. This is regarded as 
the most effective elucidation of life in- 
surance as it stands in relation to these 
so-called investment syndicates. It is 
an unbiased comparison and shows how 
life insurance in the long run_ brings 
the greater benefits to the policyholders. 


O. K. Johnson Answers 
Objections Raised 








At the Wawasee convention of the 
Business Men’s Assurance, O. K. John- 
son, Columbus, Ohio, gave the answers 
to a number of objections that are met 
by all life insurance agents. Some of 
them were as follows: 

Statement: “I have all the life insur- 
ance I need.” 

Answer: “Congratulations. Very few 
men are lucky enough to be able to ac- 
complish that. I am asked every day 
by my prospects how they can get ail 
they need. Would you mind telling me 
how you have accomplished it.” 

Statement: “Will take it later.” 

Answer: “Your greatest asset is your 
insurability. Why not realize on it while 
it is an asset?” 

Statement: “Too busy to talk insur- 
ance.” 

Answer: “I wonder if you realize 
your reputation for being busy. 
waited until you were not busy you 
would be uninsurable when I finally got 
an interview.” 

Statement: “I can use my money to 
better advantage.” 

Answer: “The growth of your busi- 
ness shows that. I am thinking of the 
time you can’t manage business and of 
your widow, who probably cannot man- 
age money at all. Life insurance is the 
only type of investment that requires 
no management.” 

Statement: “Company too small.” 

Answer: “I am not surprised at your 
saying that. You have been talking with 
agents of large companies. Large assets 
denote large liabilities. That is the rea- 
son for the large assets. The true test 
is the ability to meet obligations.” 

Statement: “I have a relative in the 
business.” 

Answer: “That is not unusual. I had 
relatives in the business before I started 
selling myself. However, they never 
sold me any insurance. I am here now 
to sell what you need. Furthermore, if 
I am to give you the right service, and 
sell you the right policy, you will have 
to tell me things that you might not like 
to tell a relative about your affairs.” 

Statement: “Leave me your literature 
and I will consider it.” 

Answer: “I will be delighted. You un- 
derstand that you can’t just buy life 
insurance. Tell me your situation and 
I’ll make out an exact plan for you to 
consider. (The application is filled out, 
to get the situation, and an issued pol- 
icy is the literature.)” 

Statement: “I want to pay my present 
debts first.” 

Answer: “The oldest debt is what a 
man owes his family. It wouid take 
$20,000 to pay this debt, but you can 
provide for it with the first premium. 
Then you can take care of your other 
creditors.” 

Statement: “I am afraid of inflation.” 

Answer: “There never was any infla- 
tion to compare with life insurance. 
Your first premium may turn into $5,000 
for your family. Dollars from this in- 
vestment will buy at age 65 all that a 
dollar from anything else will buy. Pay 
with easy dollars and get back dollars 
when they are dear. I am not talking 
about general business. I am talking 
about a depression for your family. 
When you are disabled or pass out, that 
is a depression for your family, and 
money will be worth to them far more 
than it can ever be worth in general.” 











MANAGING MEN 
Acquiring Skills 


By A. R. Jaqua, Associate Editor 
DIAMOND LIFE BULLETINS 








If you were to go to a swimming in- 
structor to learn the six-beat crawl (it’s 
a swell idea, anyhow, and the best ex- 
ercise there is), your instructor would 
proceed about as follows: 

1. He would take a good breath, put 
his face in the water and expel. Then 
you would do the same. He would criti- 
cise your performance and have you 
practice it. 

2. He would take a breath, lie face 
down in the water and, with arms ex- 
tended, kick vigorously with straight 
legs. You would do likewise. Then he 
would criticise. Then you would prac- 
tice. 

3. He would take a breath, lie face 
down in the water, legs extended, and 
demonstrate the arm motion, wrists 
straight, fingers together and cupped. 
You would try it and he would criti- 
cise you. Then you would practice. 


Applies Universally 


And so on through the other tech- 
niques, gradually putting them together 
until you were performing the crawl 
adequately. 

So it is in learning anything: (1) The 
demonstration by an expert; (2) the 
attempt by the student, and criticism by 
the expert, and (3) practice. 

Now, if that is the accepted method 
of learning a technique—and it is—why 
is it not used more in training life in- 
surance salesmen? Life insurance men 
get lots of practice, but very often it is 
practiced in doing the wrong thing at 
the wrong time. 

To home office men and managers, I 
suggest an interesting experiment. Pick 
100 agents at random, and ask these 
questions: 

1. How many of you have ever seen 
demonstrated by an expert the proper 
procedure in (a) getting prospects; (b) 
making an approach for an interview 
under favorable circumstances; (c) mak- 
ing an interesting presentation; or (d) 
making a proper five-point close? 

2. How many of you have ever at- 
tempted any of those four techniques 
under the eye of an expert who later 
criticised your procedure? 

3. How many of you, having watched 
an expert and having had your own at- 
tempts criticised by the expert until you 
found the correct procedure, have de- 
liberately practiced that technique until 
you could aways do it correctly? 

You may be somewhat astonished at 
the replies. My own small research 
shows that about one out of five has 
ever seen an expert perform; about one 
out of 10 has tried one or more of the 
above techniques under the supervision 
and criticism of an expert; and about 
one out of 50 has practiced, in the office 
or in the field, until any one technique 
was perfected. 

“But,” men say, “motivation is needed 
more than skill because the agent must 
be properly motivated to do the things 
he already knows how to do.” 

Well, I have seen some powerful mo- 
tivation fail to get any results, the rea- 
son being that the motivated agent did 
not have the skill; didn’t know what to 
do, how to do it. 

Again and again we come back to 
Knute Rockne and his winning foot-ball 
teams. Rockne was known as a moti- 
vator but that isn’t the primary reason 
for his winning teams. The primary rea- 
son was Rockne’s follow-through on the 
old fundamentals—watch an_ expert 





28 


FeNATIONAL UNDERWRITER 


September 2, 1938 











jij|| acroantes | 


CALIFORNIA 

















Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


532 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 














DISTRICT OF ‘COLUMBIA 








Specialty, — Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
Organization, Management, Tax Service 
Investment Bldg., Washington, D. C. 








ILLINOIS 








DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
160 N. La Salle St. Chicago, Illinois 
Telephone State 1336 

















CONOVER & GREEN 
Consulting Actuaries 
Auditors & Accountants 


135 So. La Salle Street 
Cc r) 














HARRY S. TRESSEL 


Certified Public Accountant and 











Actuary 
10 S. La Salle St., Chicago 
M. W Oe say LA ’ 
a) sMomoritch, Ph. D. Franklin 4020 
L. J. La 
INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha 














HARRY C. MARVIN 
Consulting Actuary 
8th Floor Peoples Bank Building 
INDIANAPOLIS, INDIANA 








NEW YORK 





MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 














Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 


PENNSYLVANIA 


| FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associates 
Fred E. — C.P.A. 
THE BOURSE PHILADELPHIA 



































Complete financial data, policy facts, 
rates and values in the 1938 Unique 
Manual-Digest. $5. National Under- 
writer. 








demonstrate; perform it yourself under 
the supervision and criticism of the ex- 
pert; then practice—practice—practice 
in kicking, running, blocking, tackling. 

You can recruit ever so selectively; 
you can finance ever so liberally; you 
can motivate until you are red in the 
face. And then you’ll have to turn right 
around and do it all over again with a 
new crop six months from now. The 
answer, according to the best informa- 
tion we have today, is: Train for skill 
in doing, watch, perform under criti- 
-s practice. 

S. It may be said, “where are we 
to i the experts, and who is to pay 
them?” Ah, my friends, perhaps you 
have something there! 


Seminar in Salt Lake City 


The Utah Life Managers Association 
at a special luncheon meeting decided to 
conduct the managers and general agents 
seminar, organized by the Life Insur- 
ance Sales Research Bureau, for one 
week starting Nov. 7. Dr. E. G. Peter- 
son, president Utah State Agricultural 
College, Logan City, and A. H. Hiatt, 
Jr., superintendent of agents Aetna Life, 
were special guests. 





Los Angeles Cashiers Organize 


The Life Cashiers Association of Los 
Angeles has been organized with 29 
charter members. President, G. L. 
Prior, Manufacturers Life; vice-presi- 
dent, H. G. Melone, Lincoln National; 
secretary, R. R. Donald, Jefferson Stand- 
ard; treasurer, Miss Janice Bolen, Mas- 
sachusetts Mutual. 





Salty Convention 
for Sacramento 
Company Leaders 


(CONTINUED FROM PAGE 1) 


simultaneously and summarized at the 
general session the next morning. 
Nothing else. All the rest of time was 
given to recreation, sightseeing, an in- 
formal exchange of ideas, and the devel- 
opment of the family spirit, so important 
in the growth of any company, and so 
evident in California-Western States. 
El Capitan Club Election 

The initial business session was a 
luncheon meeting at the Vancouver 
Hotel of the El Capitan CluD at which 
retiring President Grant Taggart, was 
presiding chairman, later turning the 
gavel over to G. Guy Young, the new 
president. President Lacy certified and 
confirmed the new El Capitan Club 
officers for the year, they being: presi- 
dent, G. Guy Young, Sacramento; first 
vice-president, Sol Wenzer, Dallas: sec- 
ond vice-president, Geo. W. Coe, Sacra- 
mento; third vice-president, Geo. J. 
McKeon, San Diego. Club officers are 
elected based on volume multiplied by 
their club renewal ratios. Club honors 
and position are thus dependent on both 
volume and persistency. 


Bonus Checks Distributed 


Vice-president Cox distributed bonus 
checks amounting to $2,300 to the top 
producers, and awarded medals to those 
qualifying for club membership for the 
first time. Ernie Gutterson, inspector 
of agencies, introduced El Capitan’ S as- 
sociate members—the wives. Ted Barth, 
Lodi, Cal., was elected treasurer, and 
Benton Maret, Sacramento, secretary. 
These are the club’s two elective offices. 





LeRoy B. Pyper, Tuscon, Ariz., gave 
his report as chairman of the club’s 
executive committee. L. E. Kimball, 


who was the head of 
the company’s first producers’ club 25 
years ago, was especially honored. 
President acy was the featured 
sneaker. His topic was “Just an Idea.” 
He used Negley Farson’s book, “The 
Way of a Transgressor” to illustrate 
how an idea may be put into action. 
On shipboard Mr. Lacy was the first 
to speak, with his talk on ‘“What’s 
New.” He said that since the last con- 
vention the company has increased its 


Monterey, Cal., 





insurance in force $8,000,000, and its 
assets $5,000,000. Its real estate earn- 


ings have gone up from 1 percent in 


1935 to 3.2 percent last year. There is, 
he said, a new feeling of enthusiasm 
among the field force. “On this cruise 
we are going to hold capsule sessions,” 
he said. ‘We are not going to give 
you too much at any one time. Think 
and remember that opportunity chooses 
you at the level of your preparation. 
Don’t forget the V. V. D. formula— 
visualize, vitalize and dramatize.” 


Holmes on Competition 


Commissioner John J. Holmes of 
Montana spoke from the commissioner’s 
point of view. He said that the tend- 
ency of many agents is to go too far 
competitively. It is up to the commis- 
sioners, he said, to keep competition 
within reasonable bounds. “Agents can- 
not wield the tar brush in competition 
and retain the public’s confidence in life 
insurance,’ Mr. Holmes said. “Sales 
made through sharp competitive prac- 
tices and based on another company’s 
demerits produce lapses, disgruntled 
policyholders, and life insurance 
skeptics.” 


Cox Cites Improvements 


Vice-president Cox said that on the 
company’s business less than two years 
old there has been a 12 percent im- 
provement in renewal ratio, and that 
in 1937 on the business three to eight 
years old the lapse ratio was the lowest 
since 1920. The size of the average 
policy is increasing noticeably. To July 
of this year 700 less policies were issued, 
oe the volume is equal to last year. 

Guy Young, Sacramento, closed the 
pee i with a demonstration of his 
presentation of the 20 payment endow- 
ment at 60. 


Second Day’s Speakers 


Reviews of the first day’s group ses- 
sions were given by Ray E. Orth, Oak- 
land; E. T. Gilbert, Los Angeles, and 
Neil Nettleship, San Francisco, whose 
talks opened the second day’s meeting. 
The session was devoted entirely to the 
topic, “Getting More Renewal Com- 
missions Per Sale.” The speakers were 
Paul Taylor and G. W. Coe, Sacra- 
mento;; Ted Barth, Stockton; Sam 
Shevitz, Los Angeles and O. L. Russell, 
Everett, Ore. Sol Minzer, Dallas, pre- 
sided. 

Floyd E. Onyett, San Jose; J. R. 
Phillips, Houston and S. C. Gibbons, 
Stockton, gave a five minute survey of 
the morning group sessions and H. B. 
Drescher, a director, discussed “Life 
Insurance and the Small Business 
Man.” Ernie Gutterson closed the sec- 
ond day’s session with his talk on “The 
March Through Life.” 


F. I. P. Explained 


On the fourth morning, the mystery 
concerning “F. I. P.,” was removed. It 
had been referred to repeatedly in 
“Cruise News” without its nature being 
revealed. It turned out to be a hand- 
somely bound visual sales kit with illus- 
trations or proposals adjustable to any 
age. “F. I, P.” means future income 
planner. Through the use of ingenious 
copyrighted dials any prospect’s situa- 
tion and life insurance needs may be 
shown. Actual results obtained through 
a test use of it were related by G. W. 
Page, Los — B. J. Schafer, San 
Diego, and Jansen and Arthur 
Luddy, sone Mtn The session was 
opened by the showing of a playlet, 
“Behind the Scenes at the Home 
Office,” which showed how “F. I. P. 
came into being. This new sales equip- 
ment is the brain child of Ernie Gut- 


terson, inspector of agencies. 

At the afternoon session, E. A. 
Thompson, a director, spoke of the 
agents’ opportunities. Vice-president 


Cox gave his idea of what a visualized 
and organized sales presentation should 
be. Three round table discussion 
groups followed, and in the evening the 
Borden & Busse film, “How to Win a 
Sales Argument” was shown. 

George J. McKeon, San 
El Capitan’s vice president, 


Diego, 
was in 





a 


Convention Skipper 





0. J. LACY 


President O. J. Lacy skippered the 
agency convention of California-West- 
ern States Life, which consisted of a 
week’s cruise on a specially chartered 
boat, sailing from Vancouver. Mr. Lacy 
possesses unusual energy. He is a force- 
ful, natural leader. 








charge of the concluding session at 
which President Lacy and Grant Tag- 
gart were the chief speakers. A playlet 


‘depicting the value of retirement income 


was staged by a cast consisting of E. T. 
Gilbert, Los Angeles; Neil Nettleship, 
San Diego; Paul Taylor, Sacramento; 
Gilbert Ball, Sacramento, and S. C. Gib- 
bons, Stockton. The last evening on 
board ship was “President’s Night” in 
honor of O. J. Lacy. ‘here was fun 
and frivolity for, all and the convention 
closed on a note of good fellowship. 





Big Payment in Pension Case 


An unusually large payment, $2,753, 
000, marked the Prudential’s sale of a 
pension plan to the Canadian Campbell 
Soup Company. Most of this large lump 
sum payment was to take care of the 
accrued liability for past services of em- 
ployes. From now on the cost will be 
paid jointly, the employes paying 4 per- 
cent of their earnings and a like amount 
being contributed by the company. 
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e RECENT COURT DECISIONS - 











3 Misstatements in “App” 





None of the Misrepresentations Auto- 
matically Bars Recovery Within Con- 
testable Period, Court Holds 





Although the assured misstated his 
age, misstated the place of his residence 
and misstated facts regarding his oc- 
cupation, the insurance was not neces- 
sarily avoided even though death occurred 
within the contestable period, accoramg 
to the United States circuit court ot 
appeals for the 10th circuit (Utah) in 
Zolintakis vs. Equitable Society. Judg- 
ment for Equitable Society was reversed 
with instructions to grant Zolintakis a 
new trial. 

Zolintakis was beneficiary of a $7,500 
policy on the life of Orfanos. The pol- 
icy was dated Jan. 17, 1935. On July 
16, 1935, the body of a man later iden- 
tified as Orfanos, whose skull had ap- 
parently been fractured, was found dead 
in a shack near a coal mining camp. 
Zolintakis made claim for double in- 
demnity benefits. 

Misrepresentation as to age does not 
defeat the policy, according to the court, 
because any benefits accruing umder the 
policy are to be adjusted to correspond 
with those which would accrue under 
a similar policy which the premium paid 
would have purchased at the rate for 
the assured’s correct age. 

The assured stated that he lived at 
126 West Second street, Salt Lake City. 
This was the grocery store of Lingos 
and no part of it was devoted to living 
quarters. However, Orfanos had known 
Lingos for several years and had made 
his headquarters there whenever he was 
in Salt Lake City. He was working 
there when the application was made 
and had been receiving mail there for 
four years. 

Reasonable men, according to the 
court, might reach different conclusions 
as to whether the assured intentionally 
misrepresented his place of residence 
and therefore the issue should have been 
submitted to the jury. 

In his application, Orfanos repre- 
sented that he had been in the grocery 
business for one year. He had been 
at Lingos grocery store for two weeks. 
With the exception of a period of one 
month while Orfanos was in the Salt 
Lake City jail, there is no evidence as to 
what he did during the remaining por- 
tion of the year. Reasonable men, ac- 
cording to the court, might reach dif- 
ferent conclusions as to whether the 
assured intentionally made a false rep- 
resentation in this respect and the issue 
should have been submitted to the jury. 





Policy Assignee Must Show 
Presentation of Claim 





A man to whom a policy is assigned 
and pledged as security for payment of 
a note must present a claim to the ad- 
ministrator of assured’s estate in order 
to recover, according to the United 
States district court for the northern 
district of Oklahoma in Spruill, Admrnx., 
vs. Reserve Loan Life, et al. 

Woofter, who held the assignment, 
contended that there is no requirement 
in Oklahoma compelling him to present 
a claim to the administratrix of the es- 
tate of the assured, because he is limit- 
ing his cause to the alleged lien or right 
to the specific property pledged to 
secure payment of the note or claim and 
iS not seeking to establish a claim 
against any of the other assets of the 
estate. The court held that it was in- 
cumbent upon Woofter to present a 
claim to the administratrix and not hav- 
ing done so, he is not able to maintain 
the action to enforce the pledge. A 
Petition in an action on a claim must 
allege presentation in order to state a 
cause of action. 


Group Policy Is Assigned 





N. J. Court Finds That the Prohibi- 
tion to Assign in the Contract Can 
be Modified 





‘Lne provision in a group policy that 
no assignment by any employe of his 
certuucate shail be vaud does not appiy 
when the individual assured leaves mis 
job, permanently disabied, and the pol- 
icy becomes payable. ‘Lhis 1s the ae- 
cision ot the New jersey Chancery court 
in Metropolitan Lite vs. ollakor,, et al. 

General Klectric had the group pouicy 
and Matwijizyn was the individual as- 
sured involved. ‘Lhe policy provided, in 
the case of total disability, payments ot 
tive annual installments of $428 each. 

Matwijizyn became disabled and hired 
Poliakott, an attorney, to prosecute his 
claim. Metropolitan Life was convinced 
the claim was valid and made three an- 
nual payments of $428; then Matwijizyn 
died. 


Claim of Poliakoff 


Poliakoff claimed one-half of the two 
remaining installments. He filed a con- 
tract whereunder he was to get 50 per 
cent of whatever he recovered for Mat- 
wijizyn under his policy. Matwijizyn 
paid to Poliakoff half of each three in- 
staliments received in his lifetime. 

The chancery court said that the pro- 
hibition to assign in the group policy 
was probably written for the benefit ot 
the electric company, but the concern 
of the electric company ceased when 
Matwijizyn left its employ, permanently 
disabled, and the policy became pay- 
able. The provision does not attect 
whatever rights Poliakoff may have. 
His contract with Matwijizyn raised an 
equitable lien in favor of the attorney 
which fastens to the fund as soon as it 
takes form. 

Matwijizyn’s policy was payable to 
his “estate,” when Poliakoff acquired a 
lien on the proceeds. Once the lien 
was given, it could not be defeated by 
the action of the assured in naming a 
beneficiary. 


Need Not Notify Employe 
of Cancellation 


Notice does not have to be given by 
the insurer of intention to cancel the 
coverage on an individual employe under 
a group policy where the group contract 
merely provides that the employer shall 
notify the insurer when an employe is 
no longer in the service “whereupon 
such assurance shall by that fact alone 
cease.” This was the decision of the 
Mississippi supreme court in Magee vs. 
Sun Life et al. 


Employe of Illinois Central 








Magee was an employe of Illinois 
Central railroad, which has a group life 
policy with Sun Life and a group acci- 
dent policy with Zurich General. 

The bill alleges that in July, 1934, 
Magee became totally disabled. He was 
given a leave of absence and during 
August, September and October he paid 
the monthly premiums under the group 
policy. In December of that year Illi- 
nois Central notified Sun Life that Ma- 
gee had ceased to be employed from 
Oct. 31, 1934. Sun Life then canceled 
the insurance. 

Magee was not entitled to notice of 
cancellation, the court’ held. Whether he 
tendered the railroad the premium on 
his insurance for November, 1934, is of 
no consequence. Sun Life was obligated 
to accept premiums when, but not un- 
less, tendered it by the railroad and had 
the right to cancel when notified by the 
railroad to do so. 

Zurich paid Magee for his disability 
and at the time of Magee’s death, Zurich 





owed him $24. The beneficiary asserted 





that this money should have been ap- 
plied to the payment of premiums under 
‘the Sun Life contract. The court held 
otherwise. 





Law Doesn’t Permit Fraud 





Exception Found to Alabama Statute 
Requiring Endorsements to Be Phys- 
ically Attached to Policy 





The Alabama supreme court, in ex 
parte Robinson, states an exception to 
the law that subsequent documents, 
modifying the contractual obligation of 
the insurer in its interest, become a part 
of the policy only when physically at- 
tached thereto. 

The assured had a health insurance 
policy and collected for a loss in con- 
nection with a case of hernia. The in- 
surer required thereafter that the as- 
sured execute an agreement striking out 
the coverage of hernia. This release 
agreement was delivered to the assured 
but he did not attach it to the policy. 
Another hernia developed and the as- 
sured prosecuted a claim on the theory 
that the release never became a part of 
the policy. 

The supreme court held that inasmuch 
as the insurer had done all that was re- 
quired to perfect the modified contract 
except the physical act of attaching the 
two papers to each other, trusting to the 
assured’s express stipulation so to do, 
the suit cannot be viewed otherwise than 
as an attempt of the assured to take ad- 
vantage of his own failure to do what 
he promised to do. The law should not 
be permitted to serve as a weapon to 
perpetrate a fraud on the insurer. The 
writ of certiorari was denied. 





Finds Amount in Dispute 
Doesn’t Reach U. S. Minimum 


The case of American United Life vs. 
Franklin has been remanded to the 
state court with instructions to set the 
judgment aside by the United States 
circuit court of appeals for the eighth 
circuit (Arkansas). 

The parties did not raise the ques- 
tion of jurisdiction of trial court as a 
federal court but the circuit court of 
appeals stated that on its own motion 
it takes notice of this matter and de- 
termines federal jurisdiction. 

The circuit court of appeals found 
that the amount in controversy did not 
reach the $3,000 minimum required for 
federal jurisdiction. The defense was 
that the reinstatement of the policy was 
void and that therefore the face of the 
policy was not due but that the indebt- 
edness was only for such amount of 
extended insurance as was due under 
the nonforfeitable clause. This amount, 
$2,500, had been tendered before suit. 
Thus the amount in dispute is the dif- 
ference between the face of the policy, 
or $5,000, minus the loan of $1,049, plus 
1214 per cent statutory penalty and plus 
a reasonable attorney fee and minus the 
$2,500 conceded by American United 
Life to be due. The net difference is 
$2,244. 


Upholds Alabama Burial Law 


The Alabama supreme court has up- 
held the 1935 act regulating mutual aid, 
benefit or industrial companies or asso- 
ciations in its application to burial so- 
cieties. The decision was given in the 
case of State ex rel. Highsmith vs. 
Brown Service Funeral Company. 

The 1935 act made the law apply spe- 
cifically to burial insurance. This par- 
ticular funeral concern objected to the 
reserves that it is required to keep under 
the law. 

The basis for the classification of 
insurance companies decided upon bv 
the legislature cannot be declared fanci- 








ful or artificial, the supreme court said. 





Bank Liquidators Entitled 
to Surrender Policy 





The Pennsylvania supreme court. 
eastern district, in Snyder, et al., vs. 
Home Life, upheld the right of the 
liquidating trustees of the Lancaster 
Trust Company to surrender for cash a 
policy on the life of Snyder. 

Snyder was indebted to the Lancaster 
Trust Company in the amount of $22,- 
450, for which he made his demand 
collateral note. The collateral included 
thes Home Life policy. He and his 
wife, as the beneficiary, executed and 
delivered to the trust company an as- 
signment of all their right, title and 
interest in and to the policy. All the 
collateral except the policy has been ex- 
hausted and the remaining indebtedness 
is in excess of the face of the policy. 

The supreme court held that by the 
terms of the collateral agreement con- 
sidered with the assignment, the bank 
became the owner of the policy within 
the terms of the provision authorizing 
the owner to surrender it and receive 
the cash surrender value. Every inter- 
est in the policy was transferred to the 
bank by the only parties interested. The 
collateral agreement authorized the bank 
to convert the chose in action into 
money and apply it to the debt. 





Life Company Loses Appeal 
on Liability for Agent’s Act 





An industrial life agent, not vested 
with exclusive control over his work but 
subject to periodic and intermittent di- 
rections from his employer, may, un- 
der Ohio law, be found by the jury to 
be an agent and not an independent 
contractor, according to the Ohio su- 
preme court’s affirmation of a judgment 
against the Metropolitan Life. A man 
who was injured by the automobile of 
one of the Metropolitan’s Youngstown 
agents had brought suit. The agent 
was on his way to collect a premium. 
The judgment amounted to $3,500. 

While the agent used his own auto- 
mobile and was alloweed nothing for 
its use Or maintainance, the court held 
because the agent was under the direc- 
tion of the company, the company was 
liable. The court stated that where an 
insurance solicitor uses his automobile 
in his work, with the knowledge of his 
employer, repetitious use by the solici- 
tor, without express disapproval by the 
employer, will be treated as a use with 
implied authority. 


Graded Benefits Not Outlawed 


The Virginia law governing the in- 
contestable clause of life policies does 
not prohibit an insurer from issuing a 
contract whereunder benefits are re- 
duced if death occurs from certain 
named diseases within a certain period. 
This is the decision of the Virginia 
supreme court of appeals in Darden vs. 
North American Benefit Association. 

Darden was insured Nov. 1, 1933, and 
died Aug. 9, 1935, of heart disease. The 
policy was in the amount of $450, but 
the insurer paid only $90 under the pro- 
vision limiting benefits to one-fifth of 
the amount otherwise due, if the assured 
died of heart disease, having its incipi- 
ency within two years from the date 
of the policy. 

The court said that the incontestable 
statute is a short statute of limitation, 
applied when the validity of the policy 
is contested. It is not a limitation upon 
the amount of the coverage, nor of the 
risk assumed. It does not limit the 
right of the insurer to refuse the pay- 
ment of a larger sum than is made pay- 
able by the terms of the policy, nor 
limit the right to contend that the terms 
of the policy exclude certain risks. 














Easy to get Prospects to Talk 
with this “Show Case Wallet 


Hand it to a prospect and start to explain it. He will become interested 
in the Wallet and soon you will both be talking Life Insurance 





The Behr Viso-Wallet, plastic bound and with transparent plastic _ today say their biggest bugaboo is fighting through 
envelopes, was developed by Louis Behr, the famous million-dollar objections in the approach in order to get an interview, 
producer of Chicago. It is one of the best interview-getters ever In our opinion the VISO-WALLET is the answer. It gets around 

é ‘ . . , the usual difficulties in the approach and automatically puts you 
devised and Mr. Behr has prepared an instruction Manual in which he into an interview. Just place the VISO-WALLET in the hands of — 


gives not only his method of using the “Viso-Wallet” as an Approach, your prospect and start to explain it. 


i i amin ing both ll and large 

a ee — : ° “> sondern a mmc ~ . The VISO-WALLET is thus exceedingly valuable in the approach © 

cases. This “Manual” is given FREE wi picthiamasaalld even though you never make an audit — and one wallet can be | 
used for this purpose over and over. 


ie Usso- Wallet has the following advantages: yo 4 Wl 7 


1. Provides an interesting visual approach. } 
Because the methods of one man cannot always be used suc- 


Applies to the small policyholder and the large policy- cessfully by another man, and because Mr. Behr with his talent and 

holder; and to a first-year man as well as a veteran. experience might be able to sell a million dollars a year witha _ 

system which the average Underwriter could not use, it was — 

suggested that a number of other Underwriters experiment with the 

Provides an automatic sales track for the sales interview. Viso-Wallet before it was placed on the market. Following are a 
few of the reports: 


Saves much time in programing and auditing. 


“Since receiving the Behr Viso-Wallet from you I have called on 10 prospects : 
with the following results: — 
4 new applications for a total of new business amounting to $11,700. 

3 call-backs for September, and 3 with no new Insurance to be written 
at this time, but with a very good chance of procuring additional 

business by the end of this year. 
“You may rest assured that I am very appreciative and expect to increase my 
production perhaps 50% by the use of the Behr Viso-Wallet. Enter my order for 
fifty wallets.” L M. Kanarish 


“I took your “Viso-Wallet’ out with me and showed it to seven people, three 
of whom I had never called on before. 

“I have never been much of a fellow for ‘gadgets’ in selling Insurance, but 
this thing is a peach. You can write an order now for 50 of them as soon a8 
they are ready for delivery. I think it is the greatest single attention-getter 
that I have yet seen.” Felix D. Simon 


Order Sample Outfit Under Money-Back Guarantee 
Sample Outfit consists of: 


1, One “Viso-Wallet” containing 5 4, A Manual of instructions contain- 
transparent plastic envelops hold- ing complete directions, including 
ing 8 policies. a word-for-word approach, a qual- 

. Three sample audit or “Digest ifying presentation, a fact-finding 
Cards”, one each for $12,000, $17,- interview, an explanation of how 
000 and $27,000 of Insurance — for to complete the charts and build 
canvassing purposes. the program in the office, the 

. Three blank “Digest Cards” for second or closing interview, and 
auditing and programing a pros- sample letters for change-of bene- 
pect’s Life Insurance. ficiary clauses. 


THE DIAMOND LIFE BULLETINS 

420 East Fourth Street 

Cincinnati, Ohio 
Please send me one complete Outfit of the “Louis Behr Viso-Wallet Program- 
ing System” at $3.00. It is understood that I may return this material in 
ten days for full refund of my money if I am not delighted with the system. 


CJ Check enclosed C] Charge my account 
NAME... 
COMPANY...... 
i Ge Lbs |, || ih ce oreo san aee Geen ee ne Re Te ne 





